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HALF truth is worse than a whole falsehood. 
A Do you remember that old story of the horse 
trader who sold the farmer a blind horse? 
When the farmer went back and demanded resti- 
tution the trader said: “I told you he was a good 
horse but that he didn’t look good.” 

Right there you have the half truth in a sale. 
Advertisements that withhold something of the 
real facts, that gloss over truth, that tell only a 
part of the story, are worse than falsehoods and 
more hurtful to the prestige of the merchant who 
gives them utterance. 

We read this in an advertisement of cut price 
shoes: 

“Slightly imperfect.” 

But how? Just how 
can anything be “slight- 
ly imperfect?” A thing 
is either perfect or im- 
perfect. There can be 
no half way ground. 

We see sales offered 
to the public in which 


supposedly upright 
shoe dealers stress 
style, quality, season- 


ableness and all that. 
But the advertisement 
omits saying that the 
shoes are broken sizes 
and that very few feet 
will find their sizes. 
Another half truth that 
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is as bad as a deliberate mis-statement of fact. 

One of the worst forms of deception is the bait- 
ing of the public with such stuff as this: 

“Wonderful, beautiful shoes, bought for this sea- 
son’s selling at just one-half the cost.” 

Credulous people hurry into that store to buy 
and find that they cannot be fitted. Then the high 
pressure salesman attempts to sell a higher priced 
shoe from regular stock. 

Telling a woman that she has a high-priced foot 
is another trade lie. Telling her that she cannot 
be fitted in a medium priced shoe is worse. There 
are many medium petene shoes that fit excellently. 
One of the favorites of 
the high pressure sales- 
man is to tell a woman 
that she has a very nar- 
row heel and ‘that only 
the high-priced shoes 
are made with narrow 
heels. 

Some day the mer- 
chants who practice 
such things will awaken 
to the fact that it is a 
dangerous and business 
destroying habit. 

Nothing can so quick- 
ly undermine confidence 
and, when confidence in 
the merchant and his 
merchandise is gone, it 
is a short step to the 
“going-out-of-business” 
sale. 
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Don’t Neglect Interior Display 


accessories on display inside has a depressing 

effect on the customer. This is the theory that 
Harry J. Hyland has found to be correct in his store 
in Andover, Mass. He has demonstrated that a store 
having various interesting articles placed invitingly 
around so that they may be seen and handled, will not 
only keep a customer interested but will make many 
extra sales. This at no extra cost for doing business. 


Gi into a very neat store with no shoes or 





Two excellent examples of interior display 


are shown on this page. The third, imme- 

diately above, is a window display used in 

the store of Harry Katz, Oklahoma City. 

At the top is shown Hansen’s Shoe Store, 

Pomona, Cal. At the lower right is a 
Canton, Ohio, shoe store 


“Even in the small town stores,” he says, “there are 
three times as many lookers as there are actual buyers, 
so why not attempt to transform these lookers into 
profitable buyers. The effort involves only a small 
amount of work and is well worth the energy expended.” 

Sometimes there is not a customer in the store for 
an hour. Then in they will come, two, three or even 
four. The problem of how to hold the interest of all, 
give personal attention to all and sell all is an import- 
ant one. 

The solution is the department store idea of display. 
“Why hide everything away in boxes on shelves?” he 
long ago asked himself. “Customers are interested in 
merchandise, not in containers.” 

“Women like to browse about and if the browsing 
is encouraged they will sell themselves, instead of 


walking out.” 
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Bigger and Better Profits 


As the Shoe Trade Views Them 





(This is the third and last installment of 
letters received by A. H. Geuting, president 
of the National Shoe Retailers’ Association, in 
response to his recent book, “The Curse of 
the Shoe Trade.” More and more letters are 
coming into Mr. Geuting’s office daily, most 
of them showing that the merchants and 
manufacturers of the country are heartily in 
accord with his theory of bigger and better 
profits. Space will not permit of the publi- 
cation of more of these letters, we regret.— 
Epitor’s Nore.) 














Is Doing It Successfully 


“Thank you very much for sending us a copy 
of your little book entitled “The Curse of the Shoe 
Trade, and How to Remove It.’ We are certain 
that this treatise will do a great deal of good for 
the retail shoe dealers in this country. 

“The writer has only been a merchandiser of 
shoes for a comparatively short time, less than 
three years, but from previous experiences and 
looking into the business of others very carefully 
before taking on the merchandising of shoes here, 
he discovered the very unsatisfactory condition of 
the shoe retail business in a great many stores, and 
so far has been successful in merchandising the 
shoe department here at a profit. 

“When I took the department over I did not 
change any of the personnel of the selling force. 
They were certain that I was trying to do the 
impossible in setting retail prices sufficiently high 
to make a fair profit. Apparently that is the atti- 
tude of a good many men in the shoe retailing 
business. 

“Permit us to join your countless host of friends 
in congratulating you upon bringing out in no 
uncertain manner the greatest trouble with our 
industry today.”—R. Kelly, department manager, 
Duluth Glass Block Store Co., Duluth, Minn. 


* * * 


More About Competition 


“T certainly most heartily appreciate your kind 
consideration through favoring me with your most 
appropriate book, “The Curse of the Shoe Trade, 
and How to Remove It.’ 

“After very carefully perusing its contents, I 
must say that you have not only stressed hard, cold 
facts, but have presented them on a most compre- 
hensive basis. 

“Since July, 1920, the real conditions responsi- 
ble for the poor showing made generally through- 
out the shoe trade, and within its allied industries, 


as you have most ably expressed, resulted not from 
cut-throat competition, but rather the frantic effort 
to meet this competition. 

“TI surely hope that through the channels of your 
National Shoe Retailers’ organization that this 
book may be circulated not only within the retail 
trade, but to all other branches of the shoe and 
leather industry, as I believe that the meat you have 
embodied within these few pages can do more 
toward placing the trade as a whole on a real com- 
mon ground than any effort ever attempted by any 
one single industry.”—-Paul O. MacBride, Milford 
Shoe Co., Milford, Mass. 


x* * * 


Forgetting Competition 

“It is, indeed, with much pleasure that we ac- 
knowledge receipt of your book, ‘The Curse of the 
Shoe Trade.’ We have read same very carefully, 
and want to assure you that we are thoroughly in 
accord with your views, so ably expressed in this 
book. 

“We think it should be read and studied by every 
shoe man in the country. It has always been our 
impression that the shoe trade was never fully com- 
pensated in the way of profit, for the amount of 
capital invested, the efforts used and the risk taken 
by retail shoe men of today. 

“In reference to paying attention to what your 
competitor does in the way of price, wish to state 
that we have never paid any attention to anyone 
else in the similar line of business in our city. We 
mark our merchandise for what we think a fair 
margin of profit and maintain this mark-up.” A. J. 
Kempner, Kempner’s, Little Rock, Ark. 


* * * 


After A Higher Mark-Up 


“Your letter received and also the book, and I 
want to congratulate you on same. It certainly 
covers the field for the people who have not had 
a mark-up. 

“Wish to say we have always made money in our 
business the same as you have, and have never 
given shoes away. However, we have added a little 
more mark-up since hearing your interesting talks 
at different times. If more people would mark their 
shoes up after they get them, instead of putting the 
price on when they buy them, they would be better 
off. If the shoe looks $2 a pair when we get them 
in, we mark them accordingly. 

“T know you are sacrificing a great deal of your 
valuable time and energy in trying to put the shoe 
trade back on the map on a profitable basis, and I 
hope all the dealers appreciate what you have done.” 
D. F. Petty, The Stetson Shop, Inc., Pittsburgh, 
Pa. 


I 


NEON TONE TANETANETANCTON STON ONAN TANTTANITANTTON TON TTAN TO\T ON 18. 


THA ANALIARIANIAN AIAN ANIA AIAN 


AMAIA 


ie 


Hl RS 


ib 


ies 


‘e 
e 
eS 

Ke 
@ 
~ 
= 


S 
< 
e 
S 
> 
‘2 
ie 
HH Sq 
= 
4 
= 
s 
e 
: 


1 


to 
w 


trata ata atl® 


Tratva\i/e\i/e\tiavtia\t/e\iva\tvey 





/@\ 


€ 


> 


5 





€ 


® 
® 
is 





~ 


a 
~ 
~ 
— 
_ 
J 
~ 


a 


+ 
a 
« 
~ 
Ni 
1~ 
a 
e 
~ 
‘ 
) 


‘© 
s 
S 
“ 
C 
5 
e 
2 
= 
~ 
= 
r 
= 
~ 
e 
S 
e 


‘e 
% 
™ 
= 





BOOT AND SHOE RECORDER 


In Merchant Service Since 1882. 


BOOT and SHOE 


ARTHUR D. ANDERSON, Editor 
Owen A. THOMAS Heten M. Haney 
Harry F. Baker RicHarp L. PRATHER 
Grorce E. Gayou, Associate Editors 
Harry R. Teruune, Field Editor 
CQOro 


Executive, EpirortaL AND SALES OFFICES 
207 Sout Srreet, Boston, U. S. A. 


Cable Address Bootreco, Boston, U. S. A. 
Orrice oF THE PUBLICATION 
239 West 39TH Street, New York City 
BRANCH OFFICES 





New Yorx 
239 W. 39th St 


PHILADELPHIA 
214 S. 12th St. 


Cu1caco Sr. Louis 
189 W. Madison St. 1627 Locust St. 


_ CINCINNATI ROCHESTER 
501 First Nat. Bank Bldg. 70 Exchange St. 
COT ® 


Getting More Shoes Sold Right 


For Professional Service 


HAT can be done to wake up an industry to 

get proper payment for professional service 
rendered? Week after week we have published 
arguments in favor of a better price at retail. 
These have helped to stimulate an industry toward 
better service to the public. 

Style has so completely filled the eye in the past 
few years that oftentimes the professional service 
of shoe fitting was considered secondary to the 
appeal of the pattern, leather and style in the shoe. 

The public is swinging back, however, to an 
appreciation of shoe fitting. Perhaps it has been 
the lack of careful shoe fitting that has brought 
about this change. There are many merchants 
throughout this country who are going to find 
their business swing back to them when the cus- 
tomer has had quite enough of pleasing the eye 
without thought to the physical comfort of the 
foot. 

The dental profession has been made very 
remunerative in the past few years. Almost every 
advertisement of a dental cream, paste or powder 
has emphasized the necessity of “going to the 
dentist.” As a result dental schools today are 
more crowded than are any other professional 
schools. The dentist is in a position to make more 
money by his knowledge, than is the lawyer begin- 
ning before the bench and the family doctor start- 
ing out in his practice. Dentistry is important, 
there is no gainsaying that fact, but the 
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human foot needs almost as such attention. 

The next great movement will be toward 
awakening the public to the necessity of proper 
foot attention. The modern pace of civilization is 
going to bring that about. There is not enough 
walking to develop healthy feet. The new pro- 
fession of shoe fitting will some day be profitably 
recompensed. 

We want you to be sure to read what Roy S. 
Whitmore of Providence will have to say in next 
week’s issue. In a few paragraphs he tells the 
greatest story that we have ever put into print. 
We would like to see it put up in every shoe store 
of this country as a sound piece of professional 
logic. The customer buys not only leather, color 
and style but the far more important item—the 
shoeman’s experience in fitting feet. 


Exit Prisone-Made 


T last the Federal Trade Commission has come 
out with a decision against the unauthorized 
use of the letters “U.S.” or of letters or words of 
similar import as advertising labels on shoes in a 
decision made public July 30. Shoes made in the 
Indiana State Prison and sold to a Chicago com- 
pany were in turn “sold to consumers as coming 
from the manufacturer.” Such shoes “were never 
owned by, or manufactured for, or under super- 
vision or specifications of the government, but 
were greatly inferior to such shoes in quality and 
workmanship, the Commission finds.” 

These shoes had branded and imbedded on their 
soles the letters “U. S.” in large conspicuous type, 
surrounded by an outline of what is commonly 
known and recognized by the public as the shield 
of the United States, below which, in smaller let- 
ters and less conspicuous type, appeared the brand, 
“Munson Army Last,” the Commission’s findings 
reveal. This branding was found by the Com- 
mission to be misleading and had the tendency to 
deceive the consuming public into believing such 
shoes were genuine army shoes, manufactured 
under: government supervision. 

Let’s hope by this decision that an unfair trade 
practice will be discontinued. The Chicago com- 
pany was ordered to cease and desist the sale of 
these shoes. Now the next thing to do is to throw 
prison-made shoes out of competition with legiti- 
mate shoe manufacture. The company sold these 
shoes, and other articles made in the Indiana State 
Prison after advertising itself as a manufacturer, 
and a direct-from-the-factory dealer. 

The great error in prison shoe legislation is the 
clause reading: “The surplus of such wares above 
and beyond the requirements of the State are sold 
by the warden of the prison in the open market.” 

Business has no complaint with goods made 
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within prison walls for prison use and for con- 
sumption in State and public institutions. There 
must be some work assigned to prisoners, but the 
common habit of most prisons to build shoes 
carries with it the possibility of such footwear 
being sold on the open market. It is time for shoe 
men in every State where such practice is allowed, 
to bring pressure to bear to have it stopped. 


Plenty of Money, But? 


OW long is your memory? Can you recall 

the days of 1920-21? Have you forgotten 

that dread.word “Buyer’s Strike” we heard so 

much of in those days of readjustment following 
the armistice? 

Think back to those days of 1918 when the shoe 
trade was sitting on top of the world. Why, you 
could sell anything at any price! Manufacturers 
supplied shoes to merchants on a quota. Salesmen 
were all rich. Merchants were cheerfully re-mark- 
ing shoes at replacement value. Everything was 
rosy. Then, all of a sudden the bottom fell out. 
You could-not sell anyone anything at any price. 
Shoes went begging. It was a sad time for those 
who had prepared no ladder on which to descend. 

Look back and recall 
the sudden end of the 
war and the swift clos- 
ing down of war indus- 
tries. Munition fac- 
tories closed overnight. 
Unemployment was 
rife. The return of 
millions of men to gain- 
ful occupations from 
service in the armies 
glutted the labor mar- 
ket. Then came the 
buyer’s strike. People 
quit buying because 
they had nothing to 
buy with. They had 
spent it all in a mad 
orgy of buying. Sav- 
ings accounts were few. 
Many who had pur- 
chased Liberty Bonds 
on installment plan 
sacrificed their invest- 
ment. Chaos ensued. 
Business went to the 
dogs. 

It has taken a long 
time to bring back the 
prosperous times we 
are now enjoying. It 
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The Reason Why 


SWOPE SHOE CO. 
St. Louis 


Kindly have an extra copy of the Boor & SHOE 


Mr. Meier Swope 
c/o Sparhawk Hall 
Ogunquit, Maine 
during the month of August and oblige. 
Yours very truly, 


(Signed) 


Mr. Swope, who is one of the outstanding mer- 
chants of high grade shoes in the Middle West, 
even when away on his vacation wants the RE- 
CORDER so as to maintain his contact with the shoe 


This is a tribute indeed to the RecorpEeR show- 


ing the interest that the leading shoe merchants 
of America have for the RECORDER. 
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people a lesson they will not soon forget. Never 
again will the great American people be caught 
without an anchor to windward. Today savings 
accounts are the largest in the history of the na- 
tion. We are the richest people on earth. But— 


Take a Chance 


TRAVELING salesman called on a merchant 
with a few samples of riding boots for 
women. It was a good-looking line and priced 
about right. But the merchant thought there was 
no demand for riding boots in his town. After a 
time the salesman induced the merchant to buy six 
pairs just as a trial order with the understanding 
that he would take them back if not sold in a rea- 
sonable time. Within ten days after the boots were 
shown in the window the merchant re-ordered on 
them and now has riding boots in stock.as a regu- 
lar thing. All of which goes to show that a mer- 
chant does not know all the time just what his 
trade wants in the way of novelty footwear. That 
same thing may be true in your town. They may 
be looking around right this minute for high- 
topped laced boots for a mountain climb or outing. 
They may be organiz- 
ing a riding club. They 
may be doing a lot of 
things that will give 
you more business if 
you are alert. 
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Competing 
With 
Himself 





MERCHANT had 

a fine store on 

a good street, doing an 
excellent and profitable 
business. His success 
encouraged him to open 
a branch. His trade 
fell off in the old store. 
He wondered why until 
he began to check up 
on the customers in the 
new store. He found 
that the new place was 
selling a lot of his old 
trade. Simply a case of 
competing with himself. 


SWOPE SHOE CO. 


President. 
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has taught most of the 
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Looking Ahead Into Autumn 


Have You Planned Your Advertising and 
Window Display ? 


sighting accurately along the sights of adver- 
tising and window display. 

Now is when prices can be asked, and received if the 
asking is done in a definite, aggressive way. Get the 
artists to work on window and in newspaper for a dis- 
tinctive presentation of the shoes in which one’s money 
is being invested; get the money out of them early 
when the getting is good. There will always be left- 
over styles at the end of a season, but the more profit 
realized at the beginning of a season the greater the 
possible reduction to clear at the end and the better the 
possibilities of liquid funds for still another season. 


A Window Trim Illustrated 


In the illustration in Fig. A a window is outlined. 
The idea is to have the draperies hung a couple of -_ 
away from the back 


H IT the mark for a big sales total during Fall by 


have veered slightly again, and there will be newer 
styles still. 

“Now ask yourself this question, ‘Shall I wait until 
these styles are ready to change again before I buy?’ 

“Upon your answer depends whether you are to fol- 
low the lead of others or yourself become a leader. 
Women who are expert shoppers pick a shop with a 
reputation for having a style sense which anticipates 


the coming vogue.” 
Copy for Fig. B 


HE caption is, “Patterns That Point Toward Fall” 
—Simplicity—Off with that languor of sultry days. 
The crispness of the new Fall Footwear turns a longing 
for a change into quick realization. nia 
0 i 


“Real smartness comes in doing a thing first. 
is with clothes. So it 


is with shoes. If you 





of the window and be- 
hind these an Autumn 
scene to give the ef- 


are the first to wear 
these styles you will 





get more for your 





fect of Autumn un- 
folding itself in the 
distance. At night 
this can be spotlight- 
ed with telling effect. 
The scene itself may 
be drawn by a sign 
painter and appear- 
ing in miniature will 
add quite a bit to the 
artistic side of the 
window. The cap- 
tion for this window 
might read, “Pre- 
Fall Showings — 
Shoes That Forecast 
the Coming Mode.” 

In the display of 
the shoes one may fol- 
low the sketch. 

Then, there is the 
matter of the news- 
paper advertising to 
tie up with the win-. 
dow. In the newspa- 
pers the same scene 
that appears in the 
window would be used 
for decorating the 
advertisement and 
copy something like 
the following used: 

“When the frost is 




















money than anyone 
possibly can get six 
weeks from now.” 


Copy for Fig. C. 


Caption for this 
advertisement is, “A 
Non-Stop Style Flight 
Into Fall”—Here are 
the patterns that will 
go straight into the 
heart of style for 
Fall. 

“Paris sets the 
style in clothes and 
the American shoe- 
maker catches the 
spirit which he adept- 
ly turns into footwear 
of the most promis- 
ing fashion. 

“Tailored suits 
again come into 
prominence and with 
them the smart shoe. 

“But that is only 
one of the many style 
advices that one will 
receive from _ our 
showings. 

“The only way to 
do is to come here in 
person and see how 























on the pumpkin these 





very shoes now on dis- 
play will have been 
copied in the lower 





nicely these styles 
are tuned to the lat- 
est apparel importa- 








grades. By that time 


Fashion’s whims will Figure 4A—Here’s an idea for a fall window. Read how to build it 


tions. 
“Fine shoemaking 
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takes care of the satisfaction to be derived from wear- 
ing our shoes. You can’t do better.” 


Copy Suggestions as Time Savers 


A shoe is a shoe, a concrete possibility to the mer- 
chant who owns it, bought for so much and possible of 
exchange for so much and there’s the profit. By the 
time the thousand-and-one formalities, decisions, coun- 
ter-decisions, etc., are concluded and the shoe is on 
the shelf awaiting a claimant all the poetry and ro- 
mance regarding that shoe is likely to be knocked out 
of the aforesaid merchant. That is where a little 
something to lean on is welcomed in the way of ‘la-de- 
da’; something to stimulate the imagination of the 
one before whom the shoe presents itself for acceptance. 


O here goes. Some will take it; some will leave 
it, and most of the readers will miss it unless 
it’s in the advertisement. 

“Styles that make the Frenchman, noted for his ar- 
tistry, gasp in sheer joy at their symmetry; that make 
him wonder at the ability which makes an article of 
strict utility and closely allied with health like a shoe, 
so gracious in line and form as to fit perfectly the feel- 
ing that must have lace and silks as its medium to get 
effects. 

“Take a one-strap of ours as an illustration. The 
strap itself is so delicately wrought as to make a gentle 
sweep around the instep without once inflicting itself 
upon the natural line of beauty. Then the design at 
the side where the strap fastens. It’s in the form of 
airplane wings strongly suggestive of a shape that is 
in the eye of America at present, but so nicely handled 
that one doesn’t feel anything but that it is most 
apropos. 

“And there you have it; feeling without gross exag- 
geration—the sign of a superior article.” 

Some may say that the above is too long for an ad- 
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point tovzard 


FALL 















































Your Name Here 


STREET TOWN 











Figure B—An advertisement which will make 
women eager to know more about your shoes 
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A Non Stop Style Aight 
into FALL 
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Your Name Here 


STREET TOWN 


Figure C—Sometimes you need not show the 
whole shoe—just a detail 





vertisement, but then there is a school of advertising 
writers who contend that to leave any part of a story 
untold is worse than no story at all. Carry an idea 
through to a logical conclusion. 

So here’s another idea. 

“The Fall is the time when you may enjoy the great- 
est distinction in wearing apparel. The sultry weather 
just pushes one into wanting something new, and that’s 
why our hop is usually interesting at this time. 

“Have you worn a lizardskin shoe yet? 

“Have you seen the silver kid evening slippers for 
Fall? 

“Or the opalescent kid slippers with gold kid straps, 
or the slippers with dainty insets of silver chain cloth? 

“Have you seen the new oxfords with snakeskin 
trimmings? 

“Enough of that. The only way is to come right to 
the shop and see these styles now. Your feet will en- 
joy the treat of our shoes.” 

Still another: 

“Out from Paris comes the hint that blue is winning 
its way into the Fall Fashion’s good graces. 

“And that leads into certain footwear possibilities. 
The brightest lights in Fall Shoes are shining right now, 
and wise is the woman who enters into this light be- 
fore it is dimmed. There are many other style trends 
to be followed and the most becoming to the individual 
must be picked out of all these possibilities. So, our 
first word to you this Fall is to see the styles picked 
from the very centre of Fashion...... see them now. 

Going still further on ‘copy’: 

“This Fall we have employed a novel idea in the 
selection of our styles. Our buyers have consulted 
with the fashionable modistes, and every shoe has been 
matched up with a gown in the prevailing mode. 

“Intertwined with our styles are the new evening 
wear fabrics—the metallic lustre laces, the navy blues 
[CONTINUED ON PAGE 32] 
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| What Iam buying 


The average shown by 
this survey ts about 
as pictured here 


No big increase is 
shown in orders 
placed for boots 


IG towns and small towns, high style and family store buyers have all contributed to 
this survey, based on orders actually placed for late summer and early fall delivery. 

This chart, however, should not be accepted as an infallible buying guide as conditions dif- 
fer in different localities. It is significant as showing that the increase in black is not as 
great as has been anticipated except in a few sections of the country. The average, as 
shown at the top of the page, is 50 per cent black oxfords. The big demand for the bal- 
loon and extreme balloon lasts for men appears to be located in the Central States, with 
the demand lessening more sharply on the eastern slope than on the western slope. Even 
the eastern college and high school men are buying the medium brogue and somewhat 
more conservative lasts. The South and Southwest reports show the continued strength 


of the wide toes for young fellows. 





hlack. color axfords boots 


etaante -oit me naal Rov 








E.J. Nestor ~ Rice +Hutchins 60 |40 | 80 | 20 


Neu York Stores 


Sidney Stokes GO | 40 | 75 | 25 


Neu: Haven Conn. | 
Ht Kelley 40 | 60 | 65 | 15 


Richmond, Va. 


D.ESulli 
gl 65 135 | 75 | 25 


Birmingham, Ala. 


R.L.Raymond 60 | 85 | 15 


Jacksonville,Fla. 


he eon TS | 25 
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C.J.Tetreau 


Lawrence, Mass. 


90 


oO 


7O 


30 





M.A.Daniels 


Fort Worth, Texas 


IO 


3O 


90 


10 





EE. Woodward 
Newark, Ohio 


OO 


090 


95 
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H.A.Delano 


Brockton ,Mass. 


GO 


40 


6&O 


20 





E.B.Sterns 


Tuska,Ohla. 


GO 


40 


95 


oO 





W.E.Shine 


Birmingham, Ala. 


90 


90 





W.A.Kiley 


Elgin, Il. 


GO 


40 





The Harper Stores 
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hiladelphia, Penn. 
C ANY, 5 








W.C.Goodwin 


Fitchburg Mass. 


GO 


40 


60 


20 





Harry Davis 
New Orleans.La. 





30 
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90 


10 





O.C.Martin 


Hartford Conn. 


GO 


80 


20 





E:THBowen 


Baltimore, Md. 


GO 


40 


GO 





T.S.Childs 


Holyoke, Mass. 


GO 


60 





Paul Jessberg 


Los Angeles,Cal. 


40 


95 





DJ.Duty 


Bangor, Me. 


GO 


40 
40 
40 
GO 
40 


9O 





Lee Reineberg 
York, Pa. 
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90 
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What Is Selling at Retail 


Covering the Entire Country in a Style Survey 


Giving Positive Information 


ORT WORTH, TEX.—Porter 

Owen, owner of Owen’s Shoe 
Store, a men’s store, reports a very 
favorable business with a satisfac- 
tory increase in sales over this time 
last year. Twenty per cent of the 
sales that are now being made are 
on black shoes, while this dealer is 
expecting blacks to run fifty-fifty in 
the fall. Balloon type shoes are los- 
ing their popularity with customers 
of this store, while the more conser- 
vative shapes are gaining wide fa- 
vor. Sport shoes have held up with 
very satisfactory sales with this firm. 

Stanley’s, one of Fort Worth’s 
newest slipper shops reports a nice 
business for the past two months. 
According to R. W. St. John of this 


firm, blacks in both patents and satin 


are their best sellers, while whites 
have been practically dead stock with 
them throughout the summer. St. 
John is expecting blacks in patent 
and satin pumps and straps to be the 
leading sellers for fall. Short vamps, 
the shorter the better, and high 
heels, are in demand. 

Summer sales have been better 
than even expected for the French 
Boot Shop of Austin, according to 
Managers Spires and Boyd. Prac- 
tically all colors and combinations 
have been satisfactory with them 
and with no sensational movement 
on any one pattern. Black patents 
continue to be good. 


T. LOUIS—White footwear is ex- 
tremely good and merchants are 
elated in that fewer 
pairs than at any time 
during the past will 
be carried over for 
another season. One 
valuable feature of 
the white business 
has been the thorough 
cleaning up of foot- 
wear carried over 
from last year. A 
situation which is 
most helpful is that 
stocks of footwear 
are much lower than 
they have been for 
some time. A large 
operator of five stores 
stated his inventory 
would show 25 per 


is being featured by The Booter 


cent less merchandise than the same 
time a year ago. Similar reports are 
given by other retail shoe merchants 
throughout the downtown district. 
Patent leather remains strong in its 
style leadership. The call is even 
stronger at present than earlier in 
the season and with fall predictions 
for more patent leather it is ap- 
parent that the shiny leather will 
gain an even greater hold on its pres- 
tige than it has in the past. Colors 
have passed out of the picture. Oc- 
casionally a merchant reports a few 
pairs of gray, but the call is negli- 
gible. Woven sandals have also seen 
their day, but they were the surprise 
shoe of the season. Some smart 
operators have already placed their 
orders for next season and in greater 
quantities than were bought this 
year. 


ITTSBURGH, PA.—Business is 
fair, according to S. B. Levine, 
buyer for the Parisian Bootery, 520 
Wood Street, and they have done 
very well on white shoes, which have 
been selling extremely well right 
along, he declares. Light colored kids 
are also popular at this time and the 
Parisian’s anniversary sale, which 
featured a price of $8.85 on all shoes 
in the house, has helped to clear for 
the new arrival of fall shoes the last 
of this month. The Parisian will 
have their opening on fall shoes 
Aug. 1, or before if possible. 
By refraining from buying white 
shoes in the beginning of the season, 





ARIAS 
yy OO SASS 
VOOR SYA 


Alligator scores heavily in advance showings of fall styles. 


New York City 


in Los Angeles, and the oxford type by 
William Eastwood & Son Co., of Rochester, N. Y. The printed linen strap 
shoe at the top is a summer novelty in the line of Franklin Simon & Co., 


Manager Harry Miller of the Nixon 
Booterie, 415 Sixth Avenue, declares 
they have succeeded in disposing of 
practically their entire stock of light 
kid shoes. He declares their plan 
worked with excellent results, and 
finds that selling the lighter kid 
shades in place of the white shoes 
has left them in an admirable posi- 
tion for fall business. They will 
close out the few remaining pairs of 
their colored shoes with a price re- 
duction about the last of the month, 
preparatory to beginning the sale of 
fall goods about the middle of 
August. Black patents have been en- 
joying increasing popularity of late, 
Mr. Miller declares. 


OLDEN, COL. —R. Broad of 
“Broad’s,” Golden, Col., reports 
the decline of old favorites and the 
rise of new in the boot and shoe de- 
partment of his store. “I find the 
black pump with fancy trimming is 
apparently losing favor with the 
ladies. They are choosing the plain 
color pump with a strap. 

“The oxford and the shoe are shar- 
ing honors about 50-50 with the men. 
Tan is the favorite shade. In general, 
I find men are buying more tires and 
less shoes—about 25 per cent less— 
while the demand for variety keeps 
the sale of women’s shoes about 
normal as compared with former 
days.” 


ITTLE ROCK, ARK.—The 
Cantilever Shoe Shop of 117 
West Sixth Street, 
Little Rock, reports— 

“The three blacks, 
kid, patent and sat- 
ins, are good sellers, 
both in the military 
heel and lower. In the 
white, the two strap 
and oxfords are both 
good.” 


NOXVILLE, 

TENN.—“Twin- 
kle-toes,” a patent 
strap, has been the 
most remarable seller 
he has even known, 
says Neal Johnson of 
the Nisley store. One 
order of 212 pairs of 





The one-strap 
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these pumps received on Wednesday 
were sold by the following Saturday. 
They have sold consistently all dur- 
ing the spring, Mr. Johnson says, 
re-orders being made each week, and 
apparently there is to be no wane 
in their popularity during the sum- 
mer since each re-order is usually 
sold out before the end of the week. 


OLUMBUS, OHIO—While col- 

ored kids continue to be in con- 
siderable favor among the buying 
public of Columbus, still the largest 
volume is still being done in blacks, 
particularly patents. Black satins 
are attracting more atention as the 
season advances, but a survey of the 
leading stores show that patents are 
still more than 50 per cent of the 
total volume. The medium heels ap- 
pear to be gaining in favor also and 
it is reported that the tendency is 
towards lower heels, especially in 
the better class of footwear. 

Colored kids are holding their own 
and are the best sellers next to pat- 
ents. Rose blush is strong in the 
demand, followed by grays and 
parchment shades. The one-strap is 
selling briskly at all of the stores al- 
though step-ins are also moving to a 
large extent. 

Demand for fancy trimmings, es- 


pecially reptile skins is increasing. 
Other color combinations are good 
and some of the dealers believe that 
these types will be sold during the 
coming two months to a greater ex- 
tent. 


OSTON—Patent leather is still 
the biggest seller in the. retail 
shoe stores of this city. Sales con- 
tinue with good success, although 
some merchants report that light 
colors are moving too slowly to suit 
them. One merchant who has light 
grays, which he has reduced to $5.85 
from $8, says that if they do not 
move faster he will sell them at 
$2.90, or at any low price, and the 
same with his other colored shoes, 
until he gets rid of light colors: 
Merchants in this section are now 
planning what they will show for 
fall, and by the last of this month 
the new browns and blacks in dif- 
ferent leather combinations, in Co- 
lonials, straps and oxfords, will be 
presented. One of the new numbers 
in Colonials which a retail shoe 
merchant of this section will show 
will have a vamp of patent leather, 
a quarter of black suéde and a 14/8 
heel. He will also show a Colonial 
in a tan calf of medium brown shade 
which will be combined with a brown 
suéde in a shade a tone darker. 
More pointed toes and lower heels 
will be shown, and the broad one- 
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strap with buckles is among the new 
numbers which merchants have pur- 
chased. The tailored oxford with 
12/8 solid leather heel, in a black 
and in a tan, has been bought by a 
local merchant, who says he thinks 
that leather heels will have a 


Top—The “Princess Tre- 
maine” of Tarton kid trimmed 
with parchment kid, selling 
for $18.50 in The Kreeger 
Store, New Orleans 


Center—In blue, pink or white 

kid in combination with pat- 

ent leather. A $13.50 seller 

in the Bullock store, Los 
Angeles 


Bottom—The “Jasmine,” one 

of the simplified paterns. 

Shown by the Chandler Boot 
Shop of New Orleans 


stronger demand this fall and win- 
ter than for some time past. 

R. L. Upton, of Gillett, Upton, Inc., 
believes that Tremont Street, on 
which his store is located, and 
which is known as “a turn shoe 
street,” will be able soon to change 
this designation, as he believes the 
new light welts coming in will up- 
set the old order of things. He has 
found that people already are call- 
ing for light weight fancy welts. 
They say, “I want a shoe that will 
give me more support. Have you a 
welt shoe?” They also ask for shoes 
which are “not so open.” “There is a 
distinct trend, even in shoes with 
heels as high as 20/8, for ‘a higher 
cut size,’” said Mr. Upton. “As one 
girl customer remarked to me re- 
cently, ‘I do not think that these 


31 


open shank shoes will support my 
feet.” 


OLUMBUS, OHIO—Joseph M. 

Ryan, manager of the shoe de- 
partment in the Fashion, has just 
closed a successful clearance sale 
which resulted in cleaning up- stocks 
in a very satisfactory manner. The 
sales included odds and ends and a 
number of colored kids. Practically 
no white shoes were included, for 
the reason that there were not suf- 
ficient left over to make a sale. 

Mr. Ryan reports trade running 
along on an even keel, with patents 
still the leader, closely followed by 
browns, satins and calfskins. While 
a little of everything is being sold 
at this time, he is of the belief that 
the fall trade will tend largely 
toward patents, kids and brown 
calfs. 

Toes will be slightly narrower, 
with the spike heels ranging from 
18/8 to 20/8 in height and the 
Cuban heels from 12/8 to 14/8. He 
is having a good many calls for 
Cuban heels of 15/8, which are prob- 
ably selling the best of any low heels 
at this time. He is showing a nice 
assortment of patents and brown 
kids, bench made. The brown kids 
are No. 3 golden brown shade with 
18/8 Spanish heel and with the 
vamp and quarter interlaced with 
golden kid leather. Piping is also 
of golden kid. As a counterpart Mr. 
Ryan is showing a patent in the 
same style with vamp and quarter 
interlaced with silver kid. These 
shoes are retailing at $18.50. 


NOXVILLE, TENN.—Ties and 

straps with the Cuban heel 
still hold the lead in percentage of 
sales in the shoe department of the 
Miller Store Co. This style heel 
has been very popular this season, 
according to A. R. Koopmeiners, 
manager, approximately 65 per cent 
of his sales having been of the 
Cuban heel variety. A plain patent 
pump with the Cuban heel has been 
especially well received. Blacks are 
moving best at present in both kid 
and patent in the cut-out ties and 
straps, but there is still some de- 
mand for the colored kids. Mr. 
Koopmeiners says that he has found 
there is an intermittent demand 
for the light kids here practically 
throughout the entire year, and with 
this in mind will not close out the 
entire stock of light kids at the end 
of the season as he has done here- 
tofore. Oxfords, in tan with flat 
heels, a year round number, have 
been selling well. Whites have not 
been so good this season as they 
were last year. 
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Looking Ahead Into Autumn 


and the corn flower trimmings, again 
the two-piece tailored effects in wool 
crepe, the all black gowns and the 
all white gowns, the uneven hem 
lines, and the pastel tints. 


6¢ AND out of all this comparison 
and matching of colors and de- 

signs has come a beautiful selection 
of shoes each one of which is admir- 
ably suited to certain types of gown. 
“Isn’t it really charming to think 
of shoes that have already found 
their mate in some gown on which 
you already have your mind set? 
That is the new idea in footwear 


[CONTINUED FROM PAGE 27] 


making; to borrow from the spirit 
of the dress enough to make the 
shoe a real part of the costume. 

“It’s fun shopping here. Come 
in. Won’t you?” 

And that’s that. The modiste 
ought to recommend a merchant’s 
shoes and the merchant ought to 
recommend the modiste’s product. 
There ought to be a close relation- 
ship between the activities of the two 
in order to make footwear of more 
importance as part of the costume. 

In the advertising the attempt 
ought to be continually made to 
gather unto the shoe some of the 


enthusiasm aroused by the gown. 
If a merchant will pick out a cer- 
tain gown that goes with certain 
shoes he will have plenty of material 
for newspaper ad “copy.” 

The early Fall spirit is beginning 
to manifest itself in the advance 
news, and here is some material that 
will bring it to a focus in the shoe 


shop. 


IT the mark by following the 

mind’s eye of prospective cus- 
tomers as their opinions and ideas 
are beginning to form on clothes for 
the new season. 





Another Arch Preserver Verdict 


OLLOWING closely upon the de- 

cision handed down by the Court 
of Appeals of the District of Colum- 
bia recently sustaining the validity 
of the metatarsal support of the 
Arch Preserver shoe comes another 
decision by the United States Dis- 
trict Court of the Southern District 
of New York State, the judgment of 
the court in this instance establish- 
ing definitely that the shank, or 
built-in arch bridge, of the Arch 
Preserver shoe is not an infringe- 
ment. 

This second suit was brought by 
William Lane, Inc., which firm 
owned the Delbon patents covering 
what is known as hygienic “shank 
construction.” 

The decision is further proof that 
the famous anchored arch bridge 
used in the Arch Preserver shoe has 
exclusive protected features and is 
entirely different from the Delbon 
or hygienic “shank.” 

It is interesting and quite sig- 
nificant that the judge in his writ- 
ten decision stated that metal shanks 
are old in shoemaking. It has long 
been the contention of the makers of 
the Arch Preserver shoe that other 
shoes with a steel reinforcement in 
the shank do not necessarily have 
the same purpose nor give the same 
result as the Arch Preserver shoe. 
In fact, they have persistently made 
the claim that the construction of 
the Arch Preserver shoe embodied a 
“built-in arch bridge,” which is wide 


and strong and so ingeniously shaped 
that it holds the foot erect as well as 
providing a non-yielding walking 
base. This shank is flat on the outer 
side to provide support for that por- 
tion of the foot that normally would 
rest on the ground. But on the in- 
side it is shaped upward, so that it 
brings the entire inner side of the 
shoe shank up under the inner foot 
arch, to guide and hold the foot 
erect. The principle of construction 
was clearly recognized by Judge 
Hand in his decision when he said, 
“Defendant’s structure is curved 
only on the inside portion of the 
shoe and the curve on that side is 
used to support the foot where sup- 
port is needed.” 

“The Trustees of the Arch Pre- 
server shoe patents,” says a state- 
ment issued by the trustees, “seem 
justified in their claims that there 
can be no other shoe like the 
Arch Preserver shoe, that it is 
wholly different in design and con- 
struction, establishing a new epoch 
in shoemaking practice. They have 
always emphasized the fact that this 
shoe does not depend on a piece of 
steel in its shank, nor upon any 
other one feature, but upon the 
proper coordinating of correct fea- 
tures throughout the construction of 
the shoe. The metatarsal support, 
recently sustained in court, the flat 
inner sole, protected by various pat- 
ents on last design and measure- 
ments, the heel-to-ball fitting and the 


concealed, built-in arch bridge, are 
typical of the way this shoe has been 
designed on strictly new principles.” 


Retail Stocks in Good 
Condition, Says Bickel 


St. LovIs— 


“The first two 

weeks of this sea- 

son show a re- 

markable gain in 

orders received 

on women’s nov- 

elty shoes over 

the same period 

of a year ago,” 

says E. H. Bickel, 

ak sald style manager of 

sissies women’s mer- 

chandise for the Central Shoe Co. 

“This increase, no doubt, reflects the 

condition of the retailer’s stock, 

which, from all indications, has been 

kept in order, and the merchant is 

aiming to spring the new things 
early. 

“At this early date, it looks like 
patent leather will again predomi- 
nate, although darker tan shades of 
calf are showing activity. Black 
satins are growing stronger every 
day, and we feel sure this popular 
material will share a big part of the 
season’s volume. Imitation reptile 
shoes, in both plain and trimmed, 
will get a fair play, and inasmuch as 
this material is holding well, we be- 
lieve that novelty shoes will sell.” 
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Sidney W. Winslow, Jr. Honored 


Elected President of the 
United Shoe Machinery 
Corporation After More 
Than Twenty Years of 


Active Service 











of United Shoe Machinery Corporation, was 

born in Salem, Mass., on June 24, 1880, son 
of Sidney Wilmot and Georgiana (Buxton) Wins- 
low. He is descended from Mayflower and early 
Cape Cod ancestors. He was educated at the pub- 
lic schools in Beverly, Mass., Noble and Greenough 
School, Boston, and (1901-05) the Lawrence Scien- 
tific School and the Graduate School of Applied 
Science, Harvard University. 

In September, 1905, Mr. Winslow went to work 
in the Beverly factory of United Shoe Machinery 
Corporation and in July, 1908, was transferred to 
the Boston office, where he learned the details of 
the various departments. He was elected a di- 
rector of the corporation on May 23, 1914, a vice- 
president on July 2, 1917, and was designated a 
member of the executive committee on June 8, 
1921. When elected president on June 8, 1927, 


Gof tn WILMOT WINSLOW, JR., president 
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SIDNEY W. WINSLOW, JR. 


succeeding E. P. Brown, who became at that time 
chairman of the board, he was in his twenty-second 
year of continuous service with the corporation. 
While in recent years Mr. Winslow has had gen- 
eral supervision of manufacturing, as a member of 
the executive committee he has been in touch with 
all the important problems of the corporation and 
the affairs of subsidiary and associated companies, 
and has also familiarized himself by personal vis- 
its with the operation of the foreign companies. 
Mr. Winslow is a director of Boston Publishing 
Company, First National Bank of Boston, Island 
Creek Coal Company and United States Smelting, 
Refining and Mining Company. He is a member 
of the Algonquin Club, Brae Burn Country Club, 
Country Club of Brookline and Harvard Club of 
Boston. On June 1, 1904, he was married to Alice 
Bulkeley of Beverly, Mass., and has four children. 
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Picked 
to Win 


These four 
smart grain 


designs 
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“OLD 
ENGLISH” 


A small Scotch design 


for street or office 


“BRUNO” 


A big Scotch design 
that “hits” the 


young fellows 


“TECH” 


Especially designed 
and recommended 
for college trade 
All designs 


made in 


BLACK 


“PICADILLY” cottons 


Long a favorite in large 
city stores 



































a — grain 


leathers will rule favorites 
in men’s fall shoes. Some 
say grain styles will break 


all former records. 


Our four specialties are 
being generously ordered 
by those who have cor- 
rectly anticipated style for 
many seasons past. 


Creese & Cook Company 


SALESROOMS: 
95 South St., Boston 


P. A. HENRY & CO. 
706 B’way, Cincinnati, O. 
Mason St., Milwaukee, Wis. 


HAINES & THELLER 
200 Davis — Francisco, 











TANNERIES: 
DANVERSPORT, MASS. 
SILVEY & CHRISTMAN 


82 Gold Street 
New York City 








Present day footwear com- 
bines modern skill with an- 
cient beauty and art. The 
Diamond Brand Fast Color 
Eyelet gives the shoe that fin- 
ished appearance so essential 
tocorrectdress. They enhance 
the beauty of the shoe. 


Diamond Brand Visible 
Fast Color Eyelets preserve 
the smooth style lines of the 
upper and promote easy 
lacing. They retain their 


~~ 
original finish indefinitely 
and actually outwear the 
shoe. 
= « 
—_ . = 
——_ 


 — —————_— 


Look for the 


Diamond <> Trade Mark 
Jhe PARTHENON 


UNITED FAST COLOR EYELET CO. 
BOSTON, MASS. 
Manufacturers of 


DIAMOND BRAND (Visible) 
FAST COLOR EYELETS 








Good looking shoes mean 


well-made shoes. Manufac- 





turers who insist upon quality 





workmanship and materials 
are equally insistent upon the 


use of Diamond Brand Fast 
Color Eyelets. They identify 


shoes of style and quality. 


Diamond Brand Visible 













i a iin Fast Color Eyelets preserve 
nS Sacesmeenenmegoommemereonag the smooth style lines of the 
Re upper and promote easy 


lacing. They retain their 
original finish indefinitely 
and actually outwear the 
shoe. 






Ome Famt fame 
. . : 





































P Look for the 
Diamond <> Trade Mark 


UNITED FAST COLOR EYELET CO. 
BOSTON, MASS. 
Manufacturers of -. i ™ 
DIAMOND BRAND (Visible) 
FAST COLOR EYELETS 
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Joleok 


is a womens weight, colored 
leather, designed to meet a he re- 
quirements of fine appearing. iff Tine- 


ly made aon als : 


K 


It is mellow and of light 
weight. It has a smooth, flat | 
grain with a tight break. It is now being shown by 
leading manufacturers. 
Ask to see their samples, 
or specify it for your fall 
| colors. It will add 
Color swatches on request in beauty and distinction 
the following popular shades: 
| to your shoes and please 
Burma, Color No. 4 i 
y our particular cus- 
Stroller Tan, Color No. 15 
: tomers. 
Cedarwood, Whippet 





























bf / Vy 
HE On 10 LEATHER Co. 


GIRARD. OHIO 
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Fine Shoes are fine only so long as they retain their 





shape. It is imperative that the dealer inform his cus- 






tomers about the latest and best devices for preserving 






his shoes. By doing so he creates a good will that will 






repay many times the effort made as well as make an 






additional profit on the accessories. 






Especially is this so where Miller 






trees are sold. They work easily and 






are unexcelled in performance. 





O. A. MILLER TREEING MCH. CO. 


SHOE TREE DIVISION 


BROCKTON, MASS. 











Aug 
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When In CHICAGO 


Enjoy your stay—at the New 


MORRISON HOTEL 


Madison and Clark Streets 
Tallest—and Most Economical—Hotel in the World—46 Stories High 





OR a number of years the 

Morrison Hotel has been the 
chosen headquarters in Chicago 
of American shoe manufacturers, 
their representatives and out of 
town dealers. It offers an environ- 
ment and service unsurpassed by 
the most expensive hotels, and the 
pure lake breezes keep the tower 
rooms delightfully cool on the 
warmest days. 


Closest to Offices, Stores, 
Theatres and Railroads 
Rates, $2.50 Up 


At this location, the most central in the 
city, the large revenues from subleased 
stores pay all the ground rent, and the 
total saving is passed on to the guests. 
It is therefore possible to engage rooms 
here for $2.50 to $5 that would rent at $5 
to $8 elsewhere. 


1944 Outside Rooms 
Each with Bath 


Every room has bath, running ice water 
and Servidor, the latter insuring abso- 
lute privacy with its “grille” feature. 
There is a special housekeeper on each 
floor, and all guests enjoy garage service. 
Stores, theatres, offices and depots are 
nearer than to any other hotel. 


A Refuge from 
Midsummer Heat 


The Cameo Room, seating 2000, and the 
“dance and dine” Terrace Garden—al- 
ways “68 degrees cool”—are among 
those of the Morrison’s attractions that 





wha aw pem fy L et ’ 1 ° . . . 

rr rwad od Sa , hs have made this the favorite hotel in Chi- 

Br sein cago for trade gatherings and conven- 

The New Morrison, when completed, will be the world’s largest and tions. The Terrace Garden programs 
tallest hotel, 46 stories high, with 3400 rooms are broadcast from WBBM. 


Write for Reservations or Telephone State 8700 
Special Convention Rates on A pplication 
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“The Boot and Shoe Recorder 
lays the course ” for 
thousands of successtul 


merchants. 
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1,878,725 building workers in this 
country! Every one a wearer of 
workshoes. Here’s a potential market 
often over-looked by the average shoe 
merchant. Everywhere you look you 
can see evidence of workmen who will 
make good work shoe customers for 
YOU. Are you going after that busi- 
ness? If you are, LION BRAND 
Shoes will help you get it. 
* 53,158 Farmers Wear Work Shoes 
/ 


5 
25 Building Workers Wear 
Work Shoes 


NORTHWESTERN 
DEPARTMENT 
CRADDOCK 
TERRY 
COMPANY 





IMM 


Terry Company . 


‘Terry Company . . Baltimore, Maryland 
ea ae nme wale wemnas by 

loan Company . St. Louis, Missouri 

George D. Witt Shoe Company . Lynchburg, Virginia 
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BUILDING WORKERS 


wear Work Shoes 
Every Day / 


EDIATE IN STOCK SERVICE FROM 


Cee en, Sine Compeny, Milwaukee, Wis. Craddock-Terry Company . . Portland, Oregon 















No. 734— Men's 6 
inch Black Elk Moc- 
casin Blucher, Uskide 
Sport Outsole, Heavy 
Leather Middle Sole. 
Bi-welt. IN STOCK 
D WIDTH. 


$3.45 


















~~ - 
eee 


MAKERS OF 
THE FAMOUS 
LION BRANO 
EVERY DAY 
SHOES 











, Virginia McIntosh Company . . Springfield, Massachusetts 







Zion’s Co-op. Merc. Inst. . . Salt Lake City, Utah 
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N ow — A Complete New Line 
of Ts Rubber Heels! 


To Meet All Requirements With Only 
6 Men’s Sizes—7 Women’s Sizes 
7 French Sizes 


ERE is an announcement of vital importance to you whether you 
maintain your own repair department or let your work out on con- 

tract. This new, super- quality I. T. S. Vacuum Grip Rubber Heel 
permits you to service every shoe size with less than half the sizes you 
have to carry in other lines, and at less than half the investment on your 
shelves. This new I. T. S. Heel trims to fit every style. This is only pos- 
sible with the patented concave-convex I. T. S. shape. New Shape and Out- 
Only with the new I. T. S. Heel is it possible line, New Super-Qual- 

to carry so few sizes and still service every ity, More Live Rubber, 

shoe. Only I. T. S. gives such large trim Springy Cushion, 

space, and grips the lift in an always tight Tougher, Wears Long- 


joint all around without cement. Only I. T. S. er, Exclusive, Patented, 
offers such unusual Concave-Convex Shape, 


profit per heel in- Easiest Heel Made to 
stallation because it apply on any shoe, Nail 
requires less than five Holes Centered, Lots 
minutes to apply a of Trim Space, Grips 
Pair. the Edge of Lift All 
i lille tl Around, Always Tight, 
o a No Cement Needed, 
Greater Satisfaction 
than with any other 


AADAD heel is GUARAN- 
TEED. 

















The Shoemaker in your 
own establishment or 
your contract  shoe- 
maker would rather in- 
stall three pair of these 
new I. T. S. Heels to 
one of any other make. 
It’s easier, makes a bet- 
ter and neater job and 
is done in less than 
half the time required 
for other heels. And 
now with this New 
Super-Quality and 
stocks cut to less than 
half the advantages are 
doubled. You'll have 
more satisfied custom- 
ers and happier work- 











CAmerica’s Best Fitting 


UBBER HEEL 
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EEE TEMAN = BEDDOW 














The “NORGE” 


Style No. 221—A Snappy 
New Super-Balloon Style. 
Combination Seal-grain and 


Black Calf. IN STOCK 
A to D. 


$3.85 


Less 2°, 20 days 








FASHION BUILDERS 
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DAVIES BETTER KID SHOES 


The Master 
Style No. 868 


The dignity and style em- 
bodied in this shoe will appeal 
to the man who enjoys being 
a “well-dressed man,” but who 
will not sacrifice comfort to 
gain this distinction. 


Brown Kid Fox Blucher 
IN STOCK D WIDTH 















tke Dunhill 
Style No. 1797 


For the man who likes “The 
Master” but prefers a _ rich 
dark brown shade—show him 
the Dunhill—its richness is 
aristocratic. 


Black Kid Fox Blucher 
IN STOCK D WIDTH 


$370 


MADE BY 


DAVIES SHOE MANUFACTURING CO. 


RACINE, WISCONSIN 


THE KID AND KANGAROO HOUSE OF AMERICA 
Write For Our Catalogue Of Kid and Kangaroo Styles 


DISTRIBUTORS 


State of Maine Northern New York and Vermont State of Oklahoma South Eastern Indiana 
Simmons-Bramhall Corporation E. G. Moore Company, Inc. Hutchison Wholesale Shoe Co. C. A. Stanton’s Son 
Bangor, Maine Plattsburgh, N. Y. Fort Smith, Arkansas Madison, Indiana 
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Walt! 
VWatChy 


Martha Washington 
wAnnouncement 





LAST fall we announced a plan which we pre- 
dicted would revolutionize retail shoe selling. 
It was a policy so different and so basically 
sound we felt certain it would be a tremendous 
success for dealers who held the Martha Wash- 
ington franchise. 


Results of this plan during the past year have 
been sensational, urging us to still greater achieve- 
ment this Fall. Next week in this publication 


an announcement will be made of tremendous 
importance to Mayer dealers. 
Don’t miss it. Watch for the two-page Martha 


Washington advertisement, presenting a still 
greater opportunity for increased dealer sales. 


F. Mayer Suoe Co., Milwaukee, Wisconsin 


Pacific Coast Representatives: 


Washington Shoe Mfg. Co., Seattle 
D. S. Walker, Hayward Hotel, Los Angeles 


artha 


Washincton 
FOOTWEAR 


For the 


© F. M.S. Co., 1927 


Active 


Woman of Today 
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WELLINGTON BOOT of beautiful proportion 

—’ JL and wonderful quality—a Tweedie-top and a 

pair of Milady’s pumps or strap slippers— of black 
patent leather with red patent leather collar. 





“B| |1]1| 
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Sixty-seven < ° =x OF OD LO Sa 











No. 


oO. 
Sixty-four 


<tN EXCEPTIONALLY easy fitting chart to 
< follow the long range of fitting possibil- 
ities with just a small stock of Tweedie-tops. 


No. 
Sixty-one 
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Announcing 


N STEP with tomorrow’s 

style, Tweedie’s announce 
“Tweedie-tops” —clever new 
leather boot-tops for wear with 
pumps, oxfords and strap 
slippers. 

Just slip them on, don your 
shoes and fasten two small 
buttons at the arch. Chic 
trick! Milady has a pair of 
nobby Wellington Boots! ...In 
gaily decorated patent leather, 
in attractive kid or in the pop- 
ular reptilian grains, she can 
step forth trimly shod—attired 
for fair weather or for storm! 
..-No more trouble than a 
pair of galoshes—and ten 
times as stylish! 

You’ve already sensed the 
vogue for boots this coming 
season. Youknowthatsmartly- 
dressed women are adopting 
the Wellington Boot for fall 
and winter wear. Could any- 
thing be more timely, then, 
than Tweedie’s introduction 
of this stunning new leather 
boot-top? 

With Tweedie-Tops you can 
offer your customers an unlim- 


9 


TWEEDIE 


TOP-' 


re 


. 
% 


ited fitting range and a wide 
variety of colors and materials 
...at a minimum stock invest- 
ment compared with cost of 
stocking same variety of boots. 


When you sell a pair of 
pumps, oxfords or slippers, you 
can suggest a pair of Tweedie- 
tops—and thus make an extra 
sale. Or you can sell Tweedie- 
tops to those undecided fem- 
inine customers who want reg- 
ulation Wellington Boots, but 
hesitate to pay the price. Twee- 
die-tops cost your customers 
less than half as much as a 
pairof boots—and womenwho 
might hesitate to purchase 
complete boots will readily 
buy a pair of pumps and a pair 
of Tweedie-tops. Or, prefer- 
ring variety, a woman can buy 
several pairs of Tweedie-tops 
to go with her slippers. 


Trim, attractive, dashing— 
Tweedie-tops are the choice of 
women who want Wellington 
Boots at a sensible cost, and of 
women who want boots that 
fit superbly well! 


Made by the makers of Tweedie Shoes, 
Boot-tops and Heel-Protectors 
TWEEDIE FOOTWEAR CORPORATION 


General Offices and Factory — Jefferson City, Missouri 
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<< WIN WITH 
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q 
TA, q 
ZZ MAXIMUS 
Z : 
BZ Sell your trade a new idea of what 
G modern science has done to remove 
Ze old-time objections to patent leather. 


\\\ 


yy 


MAXIMUS in your shoes will hap- 
pily surprise your customers who 
would like to wear patent leather 
shoes, but who fear they will draw the 
feet. 


In a word—MAXIMUS is a very 
comfortable patent leather as well as 
a very beautiful and brilliant one. 


\\\ 


\ 


It is unusually comfortable because 
it is unusually elastic, which also means 
signally better service in the factory 
and on the feet. 


\F 2 AI 


If you believe better service to the 
public means greater success, try 


MAXIMUS—it’s your move. 


OHN R. EVANS & COMPANY 
Camden, N. J. 


Branches in All Principal Shoe Centers 


‘ tandardize on , 


Evans Brands 
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NOW—Another Great Picture! 


Seseeilinnenemthediinaetadeetnanmedee dc 


ah CS 


JOSEPH P 
KENNEDY 


1™ 


ONE 
MINUTE 
To 


Announcing “RED” GRANGE in His Great 
Film Triumph, “One Minute to Play”! 


Important Notice 


While this picture is 
given free to merchants, 
the Robin Hood film 
which precedes it is sold 
at half the cost of the 
film, Central Shoe Com- 
pany defraying the other 
half of the cost. 


| CantRan SHOE 


MANUFACTURERS U.S.A. 


ST. LOUIS, 


UST imagine getting the famous “Galloping Ghost” for the kiddies of your community 
FREE—absolutely free. Any merchant who carries Robin Hood Shoes and who has 
shown the great Douglas Fairbanks film “Robin Hood” can have the new “Red” Grange 
film absolutely without any cost to him except a few “dollars for rental of a show house. 


Remember, only merchants who have shown “Robin Hood” will be given this film, as it 
is intended as a “follow-up” picture. An illustrated health talk will be given to show how 
Robin Hood Shoes benefit children’s feet. If you have shown “Robin Hood,” ask for the 
wonderful free film of the children’s ido—RED GRANGE. Advertising material and 


souvenirs will be supplied free of charge. 
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To Boost Your Slipper Profits 


—you must have a line that “speaks for itself.” 
“Standard” Rau-Craft Slippers, prominently 
displayed in cases and windows, produce many 
a sale of their own accord. 

They are handsome—made of carefully selected 


leathers and Skinner's satins. Designed to com- 
bine comfort and BEAUTY. 


Your Slippers must sell at a price that leaves 
you a good profit. “Standard” Rau-Craft Slip- 
pers do—and more! 

Are you miss®&g an opportunity by not pushing 
Slippers? Are you carrying a_ line that 
deserves to be pushed? 

The new “Standard” Rau-Craft Catalog is now 
on the press. Write for your copy. 


Ss. RAUH & CO. 


310-18 SIXTH AVE. 


NEW YORK 


SPATIEES 
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C-H-ALDEN COMPANY - 
| Designers ard 1 Makers of Mens Fine Shoes 


IFAS 
CEE" eS. 














INTRODUCING THE “DUNKIRK” 


The accepted symbol 
of the Welt Process is stamped on 
the soles of our shoes, in the shank 


Boston Office: lOMigh Street + 
Tactory and Executive Oftices 
ABINGTON, MASS. 
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OR Fall and Winter selling itis essential that your shoes 
show a marked difference from the Summerweight Styles. 
They should be heavy in appearance as well as in construction. 





The heavy Double-Edge with two rows of stitching obtained in shoes made with 


BARBOUR DOUBLEDECK 
WELTING 


IS A TYPICAL WINTERWEIGHT EFFECT 
Separate the Seasons ey 
for added Uolume” J) 


BARBOUR WELTING CO. 


BROCKTON~----- MASS. 
Sole Manufacturers of 


Barbour D°UBLEPECK and Barbour STOREMY#-T 

















TO 


PATENTED 





] and DOUBLEDEC 


ATENTED 





N thousands of stores throughout the country Fall and 
Winter business was stimulated last year by the presenta- 
tion and sale of these two typical ‘“‘WINTERWEIGHT’”’ styles. 


From the volume of orders we are now receiving for 
Stormwelt and Doubledeck it is apparent that the Fall 
and Winter of 1927-28 will see a repetition of these at- 
‘tractive styles. 


: Specify on your order: ‘ 
Genuine Barbour S°S42"T or DOOEECK 


MANUFACTURED BY 





BROCKTON eee MASS. 
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Who's Who on the Road 


“Territory Is 90 Per Cent Work, and 10 Per Cent More Work,” 
Says Dave Marks, $400,000 Shoe Salesman 


D. LEATHERBURY covers the en- 

tire country, and looks after the 
salesmen selling the retail trade, for 
the Stephens-Embry Co., successors to 
Greenberg-Miller Co. of Allentown, Pa., 
makers of children’s stitchdowns. Mr. 
Leatherbury has been selling the big 
trade of the country for the past fif- 
teen years or more. He formerly rep- 
resented The Century Shoe Co. He is 
well known as a specialist on children’s 
shoes. He recently visited the ReE- 
CORDER office and reported excellent re- 
sults on his “Nobby Tread”’ line. 


LINTON L. 

CLARK, who 
sells the H. W. 
Merriam Shoe 
Co.’s line in the 
South, is now 
touring Europe 
on a_ pleasure 
trip. Incidentally, 
he may inspect 
foreign-made 
foctwear _ styles. 
He will visit Ger- 
many, Switzer- 
land, Italy and 
France, and will 
return on the Mauretania about Labor 
Day. Mr. Clark has been one of the 
boys on the road who has made a big 
success. He formerly represented the 
Cc. P. Ford & Co., but practically his 
first connection with the trade was in 
the children’s shoe manufacturing busi- 
ness of Williams, Hoyt & Co. With 
John Schofield, Al Edson and John 
Townsend, he sold “Pla-Mate” shoes. 
He finished a Southern trip for 
Merriam just before sailing and reports 
a good business from that section. 


f Gon regular 
monthly meet- 
ing of the Indiana 
Shoe Travelers 
was held at the 
Spink Arms Hotel, 
Indianapolis, Ind., 
July 9, when the 
members enter- 
tained their fami- 
lies with a_ six 
o’clock dinner and 
card party. A fine 
chicken dinner was 
served. Among 
those present were 
National Vice-President Homer Beals, 
wife and son; Local President J. P. 
Lucas and wife; Assistant Secretary 
E. C. Smeltzer and wife; Local Vice- 
President C. E. Dean; Webb C. Bell 
and wife; Fred Naegele and wife; W. 
E. Ratcliffe, wife and son Bill; Joe 
Warrender and wife; H. Garrish and 
wife; F. E. Hart and wife. After 
dinner the ladies retired to the Rose 


Clinton L. Clark 


Homer Beals 


By HELEN M. HANEY 


Room for their usual card “fight,” 
while the members held their business 
meeting, called to order by President 
Lucas. Plans were discussed and final 
arrangements made for the entertain- 
ment of the National Shoe Travelers 
Convention to be held in Indianapolis 
in 1928. The finance committee was 





DAVE MARKS 


He Passes the Four Hundred 
Thousand Figure 


“I take off my hat to Dave Marks,” 





said John Craddock of the Craddock Terry 
Shoe Company at a recent dinner of the 
Harsh and Chapline sales force, “I'll take 
it off to any man who can sell $400,000 
worth of shoes in six months and who 
can turn in a six weeks’ selling record of 
more than $50,000 worth of men’s work 
shoes.”” Some time ago in these columns 
we wrote of Dave Marks’s ambition to sell 
a million dollars worth of footwear in 
1927, and the plans Dave had formed to 
make this volume possible. 

A group of typical Marks-isms were given 
recently when Dave addressed the sales 
staff of the Harsh and Chapline Shoe 
Company at their summer conference and 
because we believe that they are a source 
of interest and inspiration to other sales- 
men, we are reproducing a few of them 
here. 








TYPICAL MARKS-ISMS 

What constitutes a salesman? The best 
definition I ever heard is a man who sells. 

Work your territory by the Ceneral 
Foch method —= Plan your work — Then 
work your plan. 

Honesty is not the best policy—It is 
the only policy. 

The question today is—make good, or 
make room. 

Every territory has conditions for and 
against. Territory is 90 per cent work, 
and 10 per cent more work. 

Serve yourself, your family, your line, 
and vour house, 100 per cent. 

Whatever Dave Marks’s faults may be, 
laziness is not one of them. Dave is a 
firm believer in the law of averages. That 
the more calls a man makes, the more 
certain he is to increase his business. He 
believes in knowing his line from top to 
bottom and in knowing and studying the 
customer. Whaterer criticism there may 
be, just or unjust, of his code for selling, 
the fact remains that from January to 
July Ist, Dave's sales ran close to 
$425,000, more than half of that on 
Lion Brand work shoes alone and that 
ought to prove him at least half right. 


Se ML 








appointed by Pres. Lucas and instruc- 
tions given to spare no time or money 
in promoting the big convention. 

Yhe program committee was _ in- 
structed to secure the best and most un- 
usual convention entertainment fea- 
tures. The idea is to have something 
“different” and unique in the way of 
attractions for the social side of the 
1928 national “meet.” The member- 
ship committee reports a nice increase 
in new members with a good many 
prospects in sight and plans were laid 
for a real campaign on new members 
for the next two months, with special 
inducements. The Indiana Travelers 
have determined to have every man 
selling shoes in Indiana a member of 
this or some other N. S. S. A. local. 

ILLIE HOOT- 
KINS, who 
makes his home 
in Dallas, Tex., 
covers “The Lone 
Star State” and 
Oklahoma for the 
Freeman Shoe 
Company, and 
the Freeman- 
Beddow Shoe Co. 
Billie attended 
the recently held 
annual sales con- 
ference of his 
company, after a 
two weeks’ visit with his relatives in 
Chicago, and then drove back to Dal- 
las to begin his fall trip. Billie is one 
of the most popular of the Texas trav- 
elers. One evidence of his high stand- 
ing with his house is his big volume of 
sales, in appreciation of which, Presi- 
dent R. E. Freeman told Mr. Hootkins 
to order from his tailor the finest suit 
he could have made, and send the bill 
to Mr. Freeman. 


Billie Hootkins 


R. CRITCH- 

FIELD of In- 

dianapolis, who 

covers Ohio, some 

Eastern territory, 

New Jersey and 

New York City 

for Wise & Cooper 

Shoe Co. of Au- 

burn, Me., “is a 

hustler, well liked 

by the trade and 

having sold shoes 

ever since he 

shook his knee 

L. R. Critchfield pants for long 

ones,” according to President Fred W. 

Small, “he knows shoe making and 

shoe selling thoroughly.” Mr. Critchfield 

says: “In Wise & Cooper shoes I have 

the fastest growing good line to be 

had.” He formerly represented The 
Bradford Shoe Co. 
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The modern, well-equipped plant that we op- 





erate at Stoneham, Mass., is at the service of 
those who wish McKay or Welt comfort shoes 
from stock—and for those who wish such 
shoes made to their order. We also manu- 
facture in. volume, men’s house slippers, 
welts and stitchdowns.—Your request will 
bring our in-stock catalogue. Your inquiry 


will bring immediate detailed information re- 


garding our manufacturing possibilities. 


A. Fisher & Son, Inc. 


New York 
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OHN G. MA- 
GAW, former- 
ly manager of 
the Boston 
Branch Footwear 
Division of the 
Hood Rubber 
Products Co., is 
now export. sales 
manager of the 
Miner Rubber 
Ltd., Gran- 

y, P. @, 

Mr: Magaw 
understands thor- 
oughly the mak- 
ing and merchandising of rubber foot- 
wear. He is a good shoe man, gener- 
ally, and keeps a careful eye on the 
styling of rubber footwear, to keep 
pace with the fashionable trend in 
leather footwear. His articles for va- 
rious trade papers, and his talks be- 
fore many trade groups, are of a con- 
structive nature, and are always read, 
or listened to, with much interest. 


John G. Magaw 


F. STRUB will travel in North- 

¢@western Minnesota for C. Got- 
zian & Co., of St. Paul. He has been 
associated in the retail sales of shoes 
for several years. (U.T.P.S.) 


OUIS E. TIMSON of Catalina, En- 

glish Channel and Lake George 
prize swimming fame, is also a good 
shoe salesman. Louis is one of the 
four Timson brothers—sons of Charles 
O. Timson, the former expert comfort 
shoe manufacturer of Lynn, Mass., and 
who is now a style designer for the 
Model Pattern Co. The four sons of 
Charles O. have been in business for 
20 years, and are devoting their ener- 
gies to their new specialty line of 
“Arches Up,” Timbro Tailored welts and 
novelties. Louis E. with his brother 
George E., report that their “Arches 
Up” line is being sold by them very 
heavily throughout New England. Louis 
covers Southeastern Massachusetts and 
Rhode Island—then on to New York— 
making towns on the main line between 
the “Hub” and the “Big Metropolis.” 
All four brothers say that the past 
three business months’ business has 
been especially good with them, and 
that they can see only good business 
ahead. 


HE Morris Brothers Shoe Co. of 

Quincy, Ill., whose recent decision 
to sell the retail trade direct was an- 
nounced in the RECORDER a short time 
ago, have made the following appoint- 
ments of their sales staff according to 
word received from E. F. Morris.: 
Chas. W. Bossert, recently connected 
with the Badger State Shoe Co. of 
Madison, Wis. (Wolfram Shoe Co.), as 
sales manager, will cover California, 
Nevada and Arizona. Mr. Bossert is 
one of the well known men in the trade 
having been connected with the Selz or- 
ganization for many years and later in 
business for himself in Chicago. G. A. 
Will, until recently and for the past 20 
years with the Brown Shoe Co. of St. 
Louis, and in charge of the Chicago dis- 
trict for the past eight years, will 
cover the Chicago trade with head- 
quarters in the Security Building on 
Madison Street. R. C. Major, well 
known salesman of Detroit, where he 
has handled the sales of a number of 
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Meet Commander Richard E. Byrd and 
Louis E. Timson. Just before Commander 
Richard E. Byrd, the famous flyer, hopped 
off from Roosevelt Field on his recent 
Trans-Atlantic flight, he presented the 
above framed and autographed picture to 
Louis E. Timson, famous swimmer, and 
shoe traveler for Timson Bros., com- 
memorating the joint appearance of Com- 
mander Byrd and Mr. Timson, amid much 
enthusiasm, under the auspices of the 
American Legion at Catalina, Jan. 24, 
1927, when Mr. Timson won the gold 
medal for his record-breaking swim, and 
then fulfilled a contract for the movies. 
This photo was snapped in front of The 
Breakers Hotel, Long Beach, Cal. Com- 
mander Byrd and Louis E. Timson are 
“buddies,” both being members of the 
Crosscup-Pishon Post 281 and Leon E. 
Abbott Post No. 57, American Legion. 
Mr. Timson is also a personal friend of 
Captain Charles A. Lindbergh, and other 
celebrities. In addition to his good swim- 
ming records in the English Channel and 
in Lake Ceorge, Mr. Timson was pace- 
maker for Certrude Ederle and Mrs. Mille 
CG. Corson, the only two women who ever 
swam the English channel. He also 
coached Lottie Moore Schoemmell, “The 
Greased Lady.” 





Eastern manufacturers. will take 
charge of the Detroit sales of the 
Morris Brothers line. Mr. Major al- 
ready reports a very favorable recep- 
tion of the new line from Detroit buy- 
ers. R. D. Stitt, for many years a rep- 
resentative for the J. W. Carter line 
of Nashville and the A. H. Wein- 
brenner line from Milwaukee, will 
cover Pennsylvania, with headquarters 
in Pittsburgh. Peter K. Olson, well 
known traveler in Nebraska and South 
Dakota, where he has sold the Kirken- 
dall and Peters Shoe Co. line, will cover 
these states with the new line. ‘ 
Heintz will cover Illinois, with head- 
quarters at the factory in Quincy. Mr. 
Heintz has been associated with the 
Johnson, Stevens & Shinkle line of St. 
Louis in the South and West, but is well 
known in Illinois and has had a very 
broad experience in the retail shoe 
business, which should be of assistance 
to him in merchandising the new line 
of the Morris plant. 


57 


EVERAL of the United States Shoe 

Co. representatives visited the fac- 
tory recently. Among them are some 
of the best known shoe travelers in the 
country. For instance there are: Fred 
Yates, who travels Pennsylvania’ and 
Ohio, who finished one of the most 
successful trips he has ever made and 
who opened many new accounts on the 
Flexridge line; George Harris, cover- 
ing Indiana and Michigan, who came in 
to complete the closing of one of the 
biggest shoe deals he has ever put over; 
J. D. Buckley, Southern representa- 
tive and demonstrator, who came in 
and reported the biggest season he has 
ever had; Morris Schmidt, New En- 
gland representative, who is sending in 
a large volume of business, while his 
brother Joe, who covers New York, has 
completed negotiations with some of 
the largest shoe buyers in the East for 
their fall line. Roy Fleming reports 
business good on the Pacific Coast and 
verifies this statement with orders. 


HE many friends of Frank J. 

Weber of Cincinnati, N. S. T. A. 
regional director, who travels for the 
Sam B. Wolf Sons Shoe Co., are 
pleased to hear that his wife, who has 
been seriously ill, is now recuperating. 

HE members of the Hamilton- 

Brown Shoe Co.’s_ salesforce are 
now in their territories on their new 
road season, after an_ inspirational 
“get-together.” The closing feature of 
the sales conference was a dinner, held 
at the Hotel Statler recently, at which 
about 250 were present. After the 
dinner, Walter Bruns and his assist- 
ants staged a style revue, at which 
eight professional models showed a 
number ’f the leading numbers for fall. 
There was also a series of vaudeville 
acts from some of the local theaters. 
Among the speakers were: President 
A. C. Brown, Vice-Presidents Maurice 
Wright and Charles E. Ross, and 
E. M. Leonard and several of the 
salesmen. One of “the hits” of the 
evening was made by Carlyle Emery, 
who costumed to represent “The Spirit 
of Hamilton-Brown,” was master of 
ceremonies. Another big “hit” was 
made by one of the group who, repre- 
senting a retail shoe merchant cus- 
tomer, said some things that savored 
more of fiction than fact about the 
H-B. line, and who, after making those 
who did not know about this fun fea- 
ture almost infuriated, revealed his 
identity and-proved that he was “one 
of the regulars” and a good booster 
of the Hamilton-Brown line. 


ERE is John 

S. Donovan, 

who won the prize 

donated by the 

National Shoe 

Travelers’ Asso- 

ciation for the 

best score made 

in the Allied 

Trades’ Golf 

Tournament on 

Country Club 

Day, the glorious 

finale < re- 

cently held Boston 

dein 5S. Boncem Shoe and Leather 

Fair. Mr. Donovan represents E. T. 

Wright & Co., Inc., in New York and 

Chicago. His office is located in the 
Marbridge Building. 
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A WARNING 
FOR YOUR PROTECTION 


ERTAIN announcements have been mailed recently and 









statements made direct to the trade by concerns pro- 
fessing, among other things, to tan “ALPINA” Reptile 
Leathers. These are not only purposely misleading but are 


also unreservedly false and fraudulent. 






These bold attempts to capitalize on the world-famed 
“ALPINA” reputation for highest quality tanning of gen- 
uine reptilian skins are already under investigation; but for 


the protection of the trade, this warning is published. 





There is only ONE 
“ALPINA” TANNING PROCESS 


“Producing 
“ALPINA” Quality 


Genuine Watersnakes, Pythons, Lizards and Alligators 






—and remember, there is only one American Distributor 






F, HECHT & CO., Inc. 


10 Spruce Street, New York 
ALPINA, S. A. BERN and PARIS 
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The 
J. C. PENNEY 
COMPANY 


Needs a Man 


Hé must be successful in his present work, which is 
selling dry goods, shoes or men’s wear. He should 
be between 25 and 35 years of age. He should have at 
least a high school education or its equivalent. 

His reason for making a change should be that his 
present yrange J is growing too slowly, and he 
wants a chance to grow fast. 

His first work with us will be as a salesman in one of 
our department stores. His initial salary will be a good 
one. We ask no man to sacrifice his family’s present 
security for the future. 

But we want no man who is not more interested in 
the future than in the present. We have a right to be 
discriminating. The ordinary business grows only about 
10 per cent a year. Our business grows at an average 
rate of 100 new stores a year. The managers of these 
stores are salesmen who have made good. Their in- 
comes are salary plus a share in the profits of their own 
store plus an opportunity to share in the profits of all 
the other J. C. Penney Company stores, which now 
number 885. 

We know of no other business where the rewards are 
so large. 

We invite confidential correspondence from the best 
young retail salesmen in the United States. Do not 
hesitate for fear the place may be filled. Our stores are 
being opened so fast that opportunities are constantly 
occurring. It will pay you to have your letter on file. 
Be sure to give your age and experience—and ask for 
our new booklet, “‘Your Next Ten Years.”’ 


Address personally, Wm. M. Bushnell at our 
New York office, or E. M. De Moss at our 
St. Louis of fice—whichever is nearer you. 


The 


J. C. PENNEY 
Company 


330 West 34th Street 1010 Pine Street 
New York City St. Louis, Mo. 
Room 1502 Room 1049 











~~~ and Now- 
a PNEUMATIC 








tudinal as shown— user according to 


Two models: Longi- | ssse by the 
also metatarsal. his needs. 


Gently and Gradually Raises the Arch— 
A Steady, Consistent Profit Winner for you 


Virtually, half of the population of this country 
suffer from foot troubles—many of them result- 
ing from fallen arches. Pneumette, the pneumatic 
arch support, widely sold throughout Europe, is 
now being introduced in this country—an almost 
limitless market. 

The Pneumette consists of a pneumatic rubber 
cushion attached to a leather sole. This cushion 
equipped with a small pneumatic valve, is easily 
inflated to the desired pressure by means of a 
small pump—which is furnished with each pair. 

It has seven outstanding features not possessed 
by any other arch support. 

. Adjustable to the individual needs of the wearer. 

. Protects and eases the arch. 

. Light as a feather. 

. Keeps shoe in shape. 

. Unbreakable. 

. Non-slipping. 

. Interchangeable—fits any style of shoe. 

When you sell Pneumette, practically every 
other person coming into your store is a prospect 
—even though that person may be wearing a 
different type of arch support. 

Learn more about this efficient, profit winning 
pneumatic arch support. Write us today! 


“Pneumett 


REG. U.S. PAT. OFF. 


PNEUMATIC ARCH SUPPORT 


PNEUMETTE, Inc. 
299 Broadway New York City 
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Styles that 
SHOES 


IN STOCK 


“Clare” 











21/8 Heel 
B-573—Black Satin..... ek 4 Goodyear Weit 
B-572—Patent Leather... 4.2? B-1 
B-575—White Kid....... 4:75 ae Sa mee 
B-224—White Satin..... 4.75 B-199—Tan Calf with 
B-618—Black Velvet... 4.25 Tan Grain Calf Trim... 





B-774—Patent ......... $4.50 
B-662—Brown Alligator 
DE é:é6dnsetupesaaceses 5.00 





“Rosella” ° 


“Clare” 
Cuban and 
Spanish Heel 


“Tailleur” 


\ 
\ \ \ 
\ \ ™~ hs j 
ee 
$4.75 








“Lark” 





ae 


B-G72—Patent ......... 














B-768—Black Satin ....$4.75 B-232—Pat., 15/8 Cuban. $4.25 
B-230—Black Satin, 15/8 
Ge Un. osnecesesss 4.25 
B-739—Patent Leather. ..$4.50 B-226—White Satin, 15/8 
B-733—Gun Metal Calf.. 4.50 WIRE SIZES GET Spanish Heel .......... 4.75 
i» . . 4% ad : 
ereeeee o 
OR | Peeters 3% to 8 BUSY 
C ccccece 3 to 8 
Term , 
WRITE! Net 30 Days TODAY! 
SHUEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 
New York Office: 846 Marbridge Bidz. Oakland, Cal., Office: 424 Belview Ave. 
B. « MOYLAN H. 8S. KUSHINS 
Cleveland Office: 1599 Union Trust Bidg. Los Angeles Office: 107 East Sth Street 
A. F. JENKS Cc. E. VanDEGRIFT 


Chicago Office: Majestic Hotel 
F. J. SATEK 
Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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SATURDAY, AUGUST 6, 1927 


EVERY WEEK 








Wisconsin Merchants Stage Big 
Merchandising Convention 





Discussion Centers on Cur- 
rent Trade Topics: New 
Fall Samples in Exhibit 


MILWAUKEE, WIs.—With a distinct 
flourish of pride President C. N. Cody 
of Antigo, Wis., opened the fourteenth 
annual convention of the Wisconsin 
Shoe Retailers in Milwaukee, for this, 
of all the Wisconsin shoe men meet- 
ings, bids fair to be outdone in at- 
tendance by nothing less than the 
big national meeting. Registrations 
began at the big Milwaukee Audi- 
torium early Tuesday morning, and 
by noontime one of the best lists 
of registration was being compiled. 
Lining both sides of two large halls 
are the exhibits of most of the West- 
ern and many of the Eastern manu- 
facturers, who, under the urging and 
energetic work of Frank Larkin of the 
Wisconsin Shoe Travelers and Charles 
Collar of the Milwaukee Shoe Men’s 
Association, have given their support 
to this greatest of all of the Wisconsin 
meetings. In his opening address, 
President Cody dedicated the meeting 
to higher ideals of the shoe craft and 
paid a tribute to the fine and enthusi- 
astic work of the Wisconsin travelers 
in making the convention a_ success. 
Secretary and Treasurer Joseph Lan- 
genberg, in his treasurer’s report, 
showed the finances of the State asso- 
ciation to be in splendid condition, 
with the outlook for the coming year 
one of the most optimistic ever. Eu- 
gene Meyer of Watertown, Clarence 
Newell of Waukesha and Otto Egel- 
hoff of Appleton were nominated by 
the convention in session, and George 
Ling of Appleton, Ed. J. Friedl of 
Wausau and Charles Broker of Mer- 
rill were appointed by President Cody to 
form the nominating committee for the 
selection of new officers. J. R. Grigg 
of the S. J. Brower shoe store of Mil- 
waukee, well known among Wisconsin 
shoe men for his service ideals for the 
shoe trade, addressed the convention 
on “Service in a Shoe Store.” “Ser- 
vice,” said Mr. Grigg, “is something 
we do not and cannot sell in our stores, 
and yet the public is more than glad to 
pay us money for it. It is the great 
intangible of the shoe business. Some- 
thing you cannot buy or put your fin- 
ger on, and yet it is the greatest asset 
for building your business you have. 
All salesmanship is nothing more nor 
less than service. The basis of real 
service to the public is knowledge of 
your business, and knowledge is the 
only real road to success. We spend 
too much time thinking about our 











problems and not enough time in 
thinking them through or thinking 
them out. The shoe business needs 
some real thinking and some thorough 
thinking, if we are to solve the many 
difficulties we have before us. We are 
too much inclined to think in terms of 
ourselves when we do think, which 
narrows our vision. 
on broader horizons, and consider the 
industry as a whole when we seek a 
means of creating a better world for 
us to do business in. It is vital to the 
success of every store, large or small,” 
continued Mr. Grigg, “to have a well- 
trained sales force. Owner, manager 
or buyer should pass on to the clerks 
every bit of vital knowledge and expe- 
rience at his command, for it is by 
your salespeople that your store is 
known, and they in turn reflect no bet- 
ter attitude and give no better service 
than you make possible for them to 
give. The greatest force in the devel- 
opment of our civilization is an idea, 
for everything we have in refinements 
and improvements of our working and 
living conditions has come from an 
idea. We need new ideas in the shoe 
business, and these new ideas of sell- 
ing and of service must come not 
from the older heads but from the 
younger members of the craft, whose 
development is  our_ responsibility. 
Service is not a new idea. It is as old 
as time itself, and yet it is the thing 
we still talk the most about and un- 
fortunately give the least of. We are 
not trading shoes for dollars in the 
shoe business, nor displays nor store 
fronts. We are selling the public a 
service in the supplying of comfort- 
able footwear, and the extent of the 
service we give will measure the ex- 
tent of our success. Service is the 
marker that directs us toward an ul- 
timate success in our business. It is 
a milestone in our progress. It marks 
a dividing line between business hap- 
piness and business failure. Service 
literally is the give and take of good 
fellowship in our business contacts, 
and until we look upon it thus we will 
not accomplish the things we desire. 
You cannot counterfeit service. The 
real thing, the sincere thing, is the 
only thing which the public will ac- 
cept.” 

L. D. Sawyer of the F. Mayer Shoe 
Company of Milwaukee gave an im- 
promptu talk on the relation of the 
merchant and the credit man in the 
factory, disclosing the assistance and 
the cooperation of the credit depart- 
ment in assisting the merchant toward 
the solving of his financial problems 
and placing his business on a sound 
footing. Richard Sherrington of the 
Scheiffie branch of the United States 


We need to think | 





Shoe Company of Cincinnati, Ohio, 
spoke on “Shoe Merchandising.” “The 


shoe business,” said Mr. Sherrington, 
“fs the only business today where the 
retailer dominates the manufacturer, 
and without entering into the merits 
of the argument, if their course of 
business is right then every other 


| manufacturing industry in the country 


is wrong. The future of the shoe 
business,” went on Mr. Sherrington, 
“lies in branded merchandise, shoes 
stamped with the name and the trade 
mark of the manufacturer who made 
them. If they are nationally adver- 
tised, so much the better for the mer- 
chant who sells them. With the con- 
tinued growth and success of large 
chain store elements in the retail shoe 
business, many of them capable of ne- 
gotiating with the manufacturer for 
from five hundred to a thousand pairs 
of shoes a day, how can the indepen- 
dent retailer hope to meet the price 
competition set up? The merchant 
who sells a nationally known brand of 
footwear is immediately removed from 
the cut price class. The public does 
not expect him to sell them low priced 
or cheap merchandise. The very ex- 
istence of the brand on the bottom of 
the shoe does away with this evil, and 
when at the close of the season clear- 
ances are in order, only a small mark- 
down is needed to create an immediate 
demand, as is evidenced in the twice 
yearly sales of a well-known manu- 
facturer whose shoes are reduced but 
little in these clearances and yet an 
enormous volume is made possible. In 
every branch of the clothing and hab- 
erdashery business the branded article 
is the fastest and most profitable 
seller. Every man knows the brand 
name of his underwear, his shirt, his 
collar and oftentimes his tie and hose, 
but his shoes but seldom have an iden- 
tity at all. With branded merchandise 
the merchant need not compete at all 
with the chain store. He has an indi- 
viduality recognized immediately in 
his community, and he will attract a 
better class of buyers who will pay 
him the markup necessary to the suc- 
cess of his business.” 

A lively round table discussion of 
this phase of the shoe business fol- 
lowed, and the meeting was adjourned 
to Wednesday. The feature of Wednes- 
day’s meeting will be a talk on leather 
by John A. Wilson of the A. F. Gallun 
Leather Company, to be followed in 
the evening by a banquet in the sky 
room of the Hotel Plankinton. 





Chisholm Opens Another 


CLEVELAND, OHIO (UTPS).— The 
Chisholm Shoe Co. has added a new 
store to their growing chain by opening 
an exclusive men’s shop at 299 Euclid 
Avenue. This addition makes the 
twelfth store operated by this well 
known organization in Cleveland, De- 
troit and Toledo. The recent acquisi- 
tion carries the regular Chisholm line 
of men’s shoes. 
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For the Attention of Merchants Who Know 
the Importance of Good Fitting 


IN STOCK 


This beautiful 3-button, cut-out pump. 
Built over our perfect-fitting 309 combina- 
tion last, with 14/8 Wingfoot Cuban 
heel. Goodyear Welt. One of our 
famous Arch- Supporting Shoes. 


B1931—Black Glazed Kid. ... $5.00 


B1932—Patent Leather with glazed 
kid apron ......... . 5.00 


B1942—Sorrel Tan Kid..... . 5.50 
Sizes 1 to 11 


Widths AAAA to EEE 


A remarkably splendid fitting shoe over 
our wonderful 309 last. Especially pleas- 
ing for narrow heels, low insteps and 
slender ankles. Button adjustment per- 


fect. 








Shoes Must Fit 
or Soon Go Dead 


HE W. B. Coon line was originated 

on the idea that ordinary shoes could 

not FIT women with short, wide or 
stubby feet, or women possessing extremely 
long and slender feet. Therefore “Out- 
sizes” quickly became popular and today 
are the only shoes that will stylishly and 
comfortably FIT this type of feet. Then, 
recognizing our ability to produce “Special 
Measurement Footwear,” came the demand 
for shoes to FIT the average foot—narrow 
heel foot; the low instep foot; the bunion 
foot; the high instep foot. “Slender Foot 
Arch Fitters” were the result. 


Just naturally came along shoes for Tender 
feet, for Weak feet and for ALL TYPES 
that ordinary shoes would not fit, for the 
trade has long recognized in “Wilbur Coon 
Shoes” the important fitting qualities that 
make satisfied customers and more of them. 


BEAUTIFUL STYLES as well as FINEST 
FITTERS are 


ALL IN STOCK 
for your quick turnover and added profits. 


You can operate your entire business on 


“Wilbur Coon Shoes”—ail Goodyear Welts. 








37 Canal St., Rochester, N. Y. 
Chicago Office: 189 W. Madison St. 
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Goldstein, Baltimore, 


Rebuilding Store 


BALTIMORE, Mp. (UTPS).—The en- 
largement of Goldstein’s Quality Boot 
Shop, 577-579 North Gay Street, one 
of the oldest exclusive shoe shops in 
Baltimore, will be effected through the 
rebuilding program mapped out for the 
establishment. This program calls for 
the remodeling and improving of the 
store throughout. Included in the re- 
building will be the extension of the 
store in the rear; the installation of 
new chairs; installation of new shelv- 
ing and otherwise modernizing the 
shop to have it take rank with the best 
in the city in the exclusive retail shoe 
field of this city. 

Goldstein’s Quality Boot Shop, which 
is 41 years old, was founded in modest 
quarters in 1886. The shop remained 
at the original location for seven years, 
when it moved to Gay Street, where it 
was opened at 577 North Gay Street, 
where it has remained for 34 years. 
In time, 577 North Gay Street was 
found inadequate for the business, so 
the adjoining building at 579 was taken 
over. The two buildings were united 
into one. Shoes for men, women and 
children are carried, thus making it the 
business of the shop to outfit the entire 
family. The rebuilding and enlarge- 
ment of the shop is in keeping with the 
policy of the management of keeping 
abreast of times and modernizing its 
store as well as its business, on the 
assumption that one is essential to the 
success of the other. 





New Baltimore Store 


BALTIMORE, Mp. (UTPS).—Another 
store is to be opened by the Factory 
Surplus Stores, Inc., a recently organ- 
ized concern, which has for its object 
the retailing of men’s shoes. This con- 
cern, which is backed by one of the 
largest jobbers of shoes of this market 
opened its first store about a month 
ago at 21 East Baltimore Street. That 
its venture has been successful is evi- 
dent from its plans to open a second 
store at 510 East Baltimore Street. 

Included in the stock of merchandise 
are nationally known brands of shoes 
which have been and are being sold at 
prices lower than those prevailing at 
the other shoe shops. Men’s shoes ex- 
clusively are being sold by the con- 
cern. The shoes are being offered for 
$2 to $4. 


Max Kleinstub Dead 


BALTIMORE. Mp. (UTPS).— Death 
has claimed Max Kleinstub, shoe mer- 
chant of Cumberland, Md. Mr. Klein- 
stub, who was 42 years old, had been 
in the shoe business for a number of 
years, and was well known in shoe cir- 
cles, especially by traveling shoe sales- 
men, working out of Baltimore. 








Closed Patterns Touted 


CLEVELAND, OHIO (UTPS).—Fred C. 
Rush, manager of the Chisholm store, 
10405 Euclid. Avenue, looks for more 
conservative closed-in patterns for fall. 
Heels. he believes, will be slightly lower 
with little call for the extreme heights. 








Straps should be the big seller with 
pumps running second and ties third. 
Mr. Rush expects patents to continue in 
popularity with satins running much 
stronger than in the spring. Since 
colors are weak in the summer, he be- 
lieves that they should come out in the 
fall. Brown kids should be fairly good. 
Alligator in the more expensive shoes, 
will move somewhat while lizard and 
grain leathers on smooth leathers, are 
expected to make a showing. Solid 
colors, however, according to Mr. Rush, 
will get the popular call due to greater 
freedom from shade clashes between 
shoes and clothes. 





Higher Prices Indicated 
in Army Shoe Contract 


NEw York, N. Y.—Rise in the cost 
of shoes is forecast in the announce- 
ment today of the award of a govern- 
ment contract for 238,000 pairs of 
Army and Navy shoes to the Endicott- 
Johnson Corporation at prices almost a 
dollar higher than the last government 
shoe purchase. 

The contract, which was let on a com- 
petitive bid basis, calls for 60,000 pairs 
of regulation Navy shoes at $4.14 a 
pair, 110,735 pairs of Army garrison 
shoes at $4.17 and 67,565 pairs of Army 
service shoes at $3.75, the total order 
amounting to $963,000. The last pre- 
vious purchase of Army service shoes 
was at $2.89, and the former prices for 
Army garrison and Navy regulation 
shoes were similarly low in comparison 
with the new prices. 

The rise in the cost of shoes to the 
government is due to the increase from 
13 to 20 cents a pound in the cost of 
hides, or about 60 per cent in the last 
few months, officials of the Endicott- 
Johnson Corporation stated. They at- 
tribute the rise in the hide market en- 
tirely to the operation of supply and 
demand, and state that the present hide 
shortage was evidently caused by a re- 
strictive tendency in the cattle industry 
due in no small measure to the fact that 
the public is not eating as much meat 
as formerly. 

Manufacturers and retailers have 
been drawing on reserve stocks of hides 
and shoes, purchased at low prices, so 
that the retail prices have not yet be- 
gun to reflect the rise in replacement 
values, but a definite upward trend in 
retail shoe prices is inescapable, par- 
ticularly in the lower-priced grades, 
Endicott-Johnson officials stated. 





Roolf Joins Laird 


PITTSBURGH, PA. (UTPS).—E. N. 
Roolf, who will be in full charge of an 
extensively planned juvenile depart- 
ment to be opened previods to the be- 
ginning of the fall school term by the 
Laird Shoe Co., was formerly with 
Rosenbaum’s department store as buy- 
er for the children’s department. Up 
until the time he assumed his new 
position, Mr. Roolf had been with the 
Rosenbaum company nearly four years. 

The new department will occupy the 
entire third floor of the building oc- 
cupied by the Laird Shoe Co. at Oliver 
and Liberty Avenues, and will com- 
prise a barber shop and play section 
for the amusement of youthful patrons 
and will be equipped with special fitting 








benches and other accessories of the 
most modern kind. 

Mr. Roolf has extensive plans for the 
new department and declares it will be 
second to none when completed. Work 
is now well under way. 





Dark Tones for Fall 
Sell in Milwaukee 


MILWAUKEE, WIs.—While some fall 
merchandise is moving the bulk of early 
fall business will begin to open later 
in the month, according to shoe retail- 
ers, and buying is somewhat slow as 
is usual toward the close of the mid- 
summer season. 

Price has been moving merchandise 
up to the present time, according to 
William A. Tomes, manager of Hanan 
& Son, and there is no notable activity, 
although there are indications of a good 
fall business. Dark, plain styles will 
be favored for fall, Mr. Tomes says, 
with black patent leather good and 
dark browns in demand to some extent. 
Some of the styles which are expected 
to be in good demand, judging from the 
present trend, are the one-strap tie, and 
a fair portion of step-in pumps with 
buckles. 

J. C. Michaels, manager of the shoe 
department of the Boston store, reports 
that some early fall shoes are selling, 
but the demand is entirely for black. 
Fall activity will open up about Aug. 
15, Mr. Michaels says, when apparel 
fashions are more clearly defined and 
there is greater .interest in selecting 
footwear to go with it. 





Detroit Clearing Stocks 


DETROIT, MicH. (UTPS). — Mid- 
summer clearance sales are now in 
progress in practically all _ stores. 
Agreeable weather should enable them 
to dispose of nearly all of their stocks, 
leaving a minimum to carry over. The 
past few days have been ideal. Several 
dealers are featuring two pairs of 
shoes for the price of one, hoping there- 
by to further increase sales. 

Regular advertising is now being 
centered on vacation and travel needs. 
Each year sees a larger number of 
people spend their time away from 
home, and the stores are showing them 
just how much more enjoyable their 
trip can be when traveling in shoes 
scientifically designed for comfort. 





Tendency Toward Cleats 


CLEVELAND, OHIO (UTPS).— The 
tendency is growing toward cleated golf 
shoes and away from the regular rub- 
ber soles according to Will C. England- 
er of the Englander Haberdashery, 
Euclid Avenue and 105th Street. Dark 
brown is the popular shade desired in 
cleated shoes. 

In the regular men’s line of shoes, 
Mr. Englander experiences a move to- 
ward darker tans. Tans are ahead of 
blacks in sales at the present time, but 
fall predictions place them on a 50-50 
basis. Rubber heels and more conserva- 
tive toes appear to get the call, al- 
though broad toes are still demanded 
by a large percentage of the college 
students. Florsheim shoes were re 
cently added to the line at Englander’s. 
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ALWAYS FIRST IN VOLUME OF SALES 
THE PATENT LEATHER ONE STRAP 


THE TWO SHOWN ARE THE LATEST 
ADDITIONS TO OUR IN STOCK LINES. 





























THESE TWO IN STOCK 














INC. 


FOR EVERY JUVENILE AGE 








No. 9061—100 LAST, 12/8 CELLULOID WOOD HEEL. 
AA, A, B, C, D, 2% TO 7. 


PATENT LEATHER 
SAVOY ONE STRAP 


7 




















| No. 8025—128 LAST, 13/8 CELLULOID WOOD HEEL. 


$5 AA, A, B, C, D, 2% TO 7. 


Mrs. A. R. KING, Inc. 
811 N. NINETEENTH STREET PHILADELPHIA, PA. 


OUR TRADE WILL LAST AS LONG AS BABIES ARE BORN WITHOUT SHOES 
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Group of Rhode Island Merchants at Annual Plum Island Outing 






Rhode Island Has a Picnic 


HE smallest State in the Union 
recently had the biggest field 
day in the history of the as- 
sociation that sponsors such events. 
Rhode Island shoe merchants from 
all over the State gathered at Plum 
Island for the Annual Bake, which 
was ably handled by R. W. Lofgren, 
Roy S. Whitmore and George E. 
Peirce, Jr. A successful herding of 
the entire crowd was practically im- 
possible owing to the diversity of 
attractions, but the smiling counte- 





Fred Fenner just did not see 

how Woonsocket managed to 

get all those seven runs, so E. 

Brindamour is telling him all 
about it 


nances of that small portion which 
was finally corralled, is herewith re- 
produced. 

Right after the luncheon, a ball 
team directed by E. Brindamour of 
Woonsocket, played with the team 
captained by Fred S. Fenner of 
Providence. A three-ring circus of 
sports ranging from barnyard to 
regular golf, funny balloon events 
and water sports kept the big crowd 
interested and in excelient humor 
until “Bake’s Ready” was called. 

Immediately after the bake, valu- 
able prizes were awarded to the fol- 
lowing winners of the numerous 
contests: Water sports, William 
Lapp, Rudy Lofgren and Harold 
Ballou; land sports, Joseph Breault 
of Woonsocket, Frank Thomley and 
Joseph Lavasseur; putting contest, 
John Mulvey. No prize was given 
to the one who ate the most lobster. 
however. 

For a number of years the Rhode 
Island retail shoe merchants have 
been working in close harmony, 
guided by an active and excellent 
state association whose officers are. 
H. F. Ballou, Providence, president ; 
David Barry, Pawtucket, secretary; 


treas- 
urer; William J. Butler, Pawtucket, 


R. W. Lofgren, Providence, 
vice-president. Largely attended 
meetings are held throughout the 
winter months, at which times prob- 
lems besetting shoe merchants are 
discussed in a friendly round table 
fashion. The annual mid-summer 
bake is purely a gathering of good 
fellows. Such gatherings do won- 
ders in cementing friendships and 
promoting genuine good will. 


v 





The Committee—left to right— 
R. W. Lofgren, Geo. E. Peirce, 
Jr., Roy S. Whitmore 
























BOOT AND 





SMART SIHDES 
FOR THE FAIR SEX 


Fine McKays and Turns 


Ever skillful as_ stylists 
and as shoemakers, Henry 
Weiss, and Nat, his son, 
build a thorobred line of 
smart shoes for women. 


Here are Turns and 
McKays, bearing “ear- 
marks” of the highest 
grades, priced as only the 
ablest organization could 
permit. 


If you make a profit on 
good shoes, line up with 
Fair Sex. 


“Feet-ure Fit” 





HENRY & NAT WEISS 
Fair-Sex Shoe Co. 


LYNN MASS. 
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Goodwin Fine Fixtures 
And Fine Footwear 
Go Together 


| 














No. 140 
Shoe Stand 
in Gumwood 
m® 12 in. high..... $3.25 


® 18 in. high..... 3.50 
24 in. high..... 3.75 





ODEST elegance’ describes Goodwin 
Fixtures. Look at them from any 
angle — design — workmanship — finish — 
utility, and you see fixtures that are master- 
pieces. 
Let these exceptional fixtures help you sell 
more shoes this Fall. 


Price List on request. 
Combination No. 2200 


6 £140 Shoe Stands, 12” high @ $3.25 fA ee ee $19.50 
6 £140 Show Stamie. 167 Ws © 63.50... 55 occ ccccenccees 21.00 
4 2140 Shoe Stands, 24” high, @ $3.75... . 1... eee eee eeeeeeee 15.00 
1 £130 Taberet, 24” high, @ $15.00. .......... cece ecceceeee 15.00 
1 £136 Plateau, 8” hig!., @ $12.00. ....... 2. cece cece eeeeeee 12.00 
6 Benet Tieete, BOGS c.nccccccvcccescsesecesetces ne eer 75 





C. L. GOODWIN & CO., Inc. 


oe Store Fixtures 
rs and Store Builders 


WORCESTER, MASS. 
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Deep Brown Russia Calf 
Imported Black Calf 


Big-Boy (175) Last; Soft Toe; Cork Welt; 
Plump Sole: Goodyear Rubber Heels 
B, 7 to 10; C and D, 6 to 10 


DEEP RUSSIA! 
A New Tan—Selling Now 


It’s showing real life; likewise our medium browns 
of glistening chestnut tone and sunny tans with a 
touch of ruddv hue. 
BLACKS, TOO—our famous mirror lustrous blacks 
FALL STOCK READY—EVERYTHING NEW 


Ask for Prepaid Samples and Circular 


Diamond Hwee 


139 DUANE ST., NEW YORK 


All Factories, Brockton, Mass. 
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PLAIN TOE CUT OUT 
BLUCHER OXFORD 


Patent Colt 


4613—8'% to ll .. , « eee 
5$613—11'42 to 2...°.... + oe 
6613—(Broad toe) 24% to5'%.. 2.45 
7613—(Medium toe) 3 to 642. 2.45 


Gun Metal 
4614—8'4 to 11...... se 
5614—114%z to 2 ...... ne 2.15 


6614—(Broad toe) 2% to 5% 2.45 
7614—(Medium toe) 3 to 6% 2.45 





3W’s Lenox Shoes 
In Stock 


SHOES BOUGHT NOW 
COST LESS 








“Arch Support” 
Sizes 4 to 8—EE 


1023—-Women’s Black Kid... .$2.60 
1024—Women’s All Patent... 2.65 
1017—Women’s Black Kid Lace 

GEE nw ik oe decs. SD 
Arch support with long counter and 
steel shank pieces. 








“Lenox Welt Plain Blucher” 


2109—Child’s Patent, 2 to 5. .$1.35 
3109—Child’s Patent, 4 to 8.. 1.60 
4109—Child’s Patent, 8% to il 1.90 
5109—Misses’ Patent, 111% to 2 2.25 
2108—Child’s Tan Calf, 2 to 5. 1.35 
3108—Child’s Tan Calf, 4 to 8. 1.60 


4108—Child’s Tan Calf, 82 to 
Ee > ae 


5108—Child’s Tan Calf, 11% 
to 2 Dee aise 2.25 
3138—Child’s Gun Metal, 5 to 8 1.60 


4138—MDisses’ Gun Metal, 8% 


to ll 1.90 


Tan Kip 


Suit ob 98:.>........- $1.95 
5615—11'% to 2 
6615—(Broad toe) 2'% to 5% 2.45 
7615—(Medium toe) 3 to 6% 2.45 

















Just Completed, and the Outstanding 
Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway 
Times Square’s Finest Hotel 


Within convenient walking distance to impor- 
tant business centers and theatres. Ideal transit 
facilities 
450 Rooms 450 Baths 
Every Room an Outside Room—with Two Large 
Windows 


Large Single Rooms Size 11’ 6” x 20’ with bath, 
$4.00 per day 


For Two, $5.00—Twin Beds, $6.00 


Large Double Rooms, Twin Beds, Bath, 
$6.00 per day 


Special Weekly Rates 


Furnished or Unfurnished Suites with serving . 


pantries, $95 to $150 per Month 
Moderately Priced Restaurant featuring a peerless cuisine 
Illustrated booklet free on request 
CURTIS A. HALE, Managing Director 





Weimer Wright & Watkin Co. 


39 S. SECOND ST. 


PHILADELPHIA, PA. 


FACTORY: ANNVILLE, PA. 


a 





Ba 


Well Made 


The good, honest workmanship going 
into Greeley Boudoirs are like the 
slippers th Ives. ible and every- 
day in style. In black or colored Kid 
with leather or rubber heels. Stocked 
for at-once delivery by your 
jobber. If he cannot deliver 
—wire us. 











IN 


STOCK 
36 Pair Cases 


A. W. GREELEY 


12 Duncan Street - - - Haverhill, Mass. 


Deliveries At Once 














APPROVED BY 
MEDICAL MEN 


oo any capes Se Ge eaie 
of growing chil and as a 
ventilated shoe, the Burkley V. - 
lated Foot Developer is 

Well known surgeons recommend its 
use. 









Make your stock of 
children’s shoes com- 
VENTIATIONS Pider today ne OM 


PAyNTE? Phone Brockton 2138 
for immediate action. 
BURKLEY 
SHOE Co. 
1156 Ne. Main Stree 
Brockton, Mass. 











Ne ee en, eee ere we i 





927 














August 6, 1927 


Sports Publicity Sells Canvas 
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“Talk” Good Fitting Bathing Shoes and Move More Pairs 


ODES of the moment fea- 
M ture canvas rubber soled 

shoes and bathing shoes. 
Windows and newspaper ads stress- 
ing this footwear attract attention, 
and are almost immediately fol- 
lowed by the selling of more pairs. 
For the greater publicity of both 
canvas and bathing shoes, a retail 
shoe merchant in a city of medium 
size makes it a point to state that 
“The Store’s Regular Good Fitting 
Service Is Given to Each Pair.” He 
argues in this wise: Women like 
good fitting canvas rubber soled 
shoes and bathing shoes. They are 
as much a part of the stylish sport 
ensemble as the costume itself—in 
fact, sport style actually begins at 
the feet, and beautiful footwear 
should emphasize this thought. 


REMINDER that women do like 

to be fitted, even to bathing 
shoes, was given to the writer the 
other day during a five-minute dem- 
onstration in a drug store of a small 
city. A young woman had asked to 
see some bathing shoes in a certain 
size and color, and was making sure 
that they were her size and that they 
looked well on her feet by trying 
each shoe on and then standing be- 
fore a mirror critically surveying 
each of her feet. She kept up this 
performance for fully five minutes 
She had slipped off her step-in 
pumps and had stepped into the 
bathing shoes. 


HERE is no need of allowing the 

drug stores to sell the bulk of 
the bathing shoes in a community. 
Retail shoe merchants in many sec- 
tions have found that it has paid 
them to let the public know that 
they carry high-grade, good wearing 
and good fitting bathing shoes. An 
effective way of displaying bathing 
shoes in a store window is to strew 
a portion of the window with sand, 
spread one or two brilliantly colored 
parasols, and put several bright 
rubber caps beside the shoes to show 
that shoes and hat should match. 
The merchant should also place sev- 
eral pairs of sport hosiery nearby 
and if possible add a gay colored 
cretonne coat to complete the cos- 
tume-at-the-beach ensemble. Put as 
much realism into the window as 
possible, using scenic backgrounds. 





NE of the Boston merchants 
recently reproduced a section of 
the boardwalk at Atlantic City with 
raised platform and rope, sand and 
painted background in blue with a 





SPORT STYLES 
BEGIN AT THE FSET. 





built for speed 


the sporting thing in foot- 
wear should be of white 
buck, built for fleetness and 
comfort. crepe soles give a 
firm foundation and a stance 
to be proud of. (6.50) 





sea-going slippers 


wild waves call and young 
moderns’ feet rush to answer 
in glove fitting rubber slip- 
pers, made practical by crépe 


soles. red, green, blue, or 
black trimmed with white 
(1.00) 


FIRM NAME om 











A suggestion for a paper ad of sport 
footwear with rubber soles, and bathing 
shoes. This ad formed the lower part of 
a column newspaper ad of Jordan Marsh 
Co., featuring shoes for women, reading— 
“Sport Styles Begin at the Foot.” The 
ad as shown here can be used by itself, 
or as the lower part of a full column ad, 
with other numbers shown above the sport 
models. 





. sports affair. 


few clouds, the clouds made by trac- 
ing irregular-shaped designs on 
white paper and neatly pasting them 
on the blue sky. Attractive signs 
are always effective and make the 
window “talk” more appealingly to 
the window shopper. On a visit to 
a group of New England shoe stores 
during the recent warm weather, the 
writer found that canvas rubber 
soled shoes were big sellers, but in 
every case the merchants had often 
“told” the public that they had them 
for sale. 


BIG Keds Field Day was recent- 

ly held at Springfield, Mass., 
described by the newspapers of that 
city as “on a par with the biggest 
athletic events ever staged in this 
city.” It was held in Forrest Park 
on a recent Saturday, with nearly 
1000 young contestants and several 
other thousands of grown-ups, all 
thoroughly enjoying this successful 
Not only Springfield 
but all Keds dealers in the Massa- 
chusetts section of the Connecticut 
Valley were represented. Every 
Keds dealer in the above-mentioned 
territory was sent a letter and two 
attractive window cards, together 
with a supply of entry blanks, to 
help promote the athletic meet. 
Some of the merchants held elimina- 
tion contests, but notwithstanding 
that fact practically every city and 
town in that area was represented 
on the day of the finals. 


HERE were five events—two for 

girls and three for boys. In the 
race for boys under 80 pounds there 
were 370 entrants, which required 
37 heats, and in the same race four 
semi-final races were required. The 
races started and finished on time 
and were managed by competent 
judges. The starter was connected 
with the Boys’ Club of Springfield, 
and a young woman connected with 
the Girls’ Club was on the finishing 
line. The idea of sports contests, 
tied up cleverly with canvas rubber 
soled shoe publicity, is a good one 
and results in more pairs of high- 
grade sports shoes of this type sold. 


This way to the elevator—that 
rises to better business.—Brockton 
Daily Enterprise. 
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NEW GROVER 


IN STOCK STYLES 


_—_ 


No. 6646R 





No. 6646R. Black Kid. 231 Last. Goodyear turn sole. 
13/8 Rubber Topped Heel. 


ED Ms onc ct eo vcseveveernsesesseoas $4.50 
No. 6789R. Goodyear Welt Sole. Otherwise the same as 

6646R. 

i rs CN ink 4 db SG eA base ad eee eeeeeud $4.85 
No. 6912R. Stroller Tan Calf. Otherwise the same as 

6789R. 

as a noc ieraieig Su pdr edna wene mamewe’ $4.85 
No. 6873. Black Kid. Cut-out quarter. 224 Last. Turn 

sole. 13/8 covered Cuban wood heel. 


SE a5 4.066005. 0060 HESS EU ee RO eelew $4.85 


No. 6870. Same style as 6873 in Black Patent. 
NE ee $4.85 





No. 6873 


J. J. GROVER’S SONS CO. 
STONEHAM, MASS. 


Marbridge Bldg., 1020 Loew's State 
7 West 34th St. Bldg. 


Boston Office: 
584 Hotel Statler 
Bldg. 


Park Square 














Chanteclair 


Reg. Trade-Mark 


Tonio! 


L dni the— 


Patents Pending 





All beautifully blended, softly 

colored Chanteclair feathers. 
This is but one style from our very long line 
of exquisite French made, feather mules. All 
types of patterns are represented and the 
effects range from contrasting colors to bird- 
heads and floral decorations composed entirely 
of feathers. 


BE SURE TO SEE THIS LINE 


Goto S.tipPpER COMPANY 


129 DUANE ST., NEW YORK 











Chicago Branch Office: 1634 Republic Bldg. 
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No. 201 — Baby’s Patent 
Blu., Chrome Retanned 
Sole, Leather Counter, Sizes 
3 to 5, 5% to 8, 8/2 to 11. 


e aise ek 








medn 





PROFITS 


ONSISTENT, satisfied customers are what count. 
Thorogood customers—the kind that come back for 
more. There is the “repeat business” where the profit lies. 






When you stock Thorogoods, you’re stocking satisfaction. 
They are built from the ground up — the best of every- 
thing. Made to be worn and worn hard. That’s why 
they sell so steadily. 


When a dealer adds Thorogoods to his line, he adds 
profits to his balance sheet. Seven warehouses give 
“over-night” service — a full stock at no extra cost. 


Order your Thorogoods today and start cashing in. Our 
catalog gives a line on best sellers. Send for it. 


ALBERT H. WEINBRENNER COMPANY 
MILWAUKEE, WISCONSIN 
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DIFFERENTLY BUILT. 


ee re 


A Second Lasting 


insures a permanently 
snug fit for both in- 
sole and upper in the 
arch. This means 
added comfort and 
shape retention. 











A Specially Con- 
structed Shank 
Piece 







of skived leather rein- 
forced with spring 
steel provides a truly 
practical arch support. 















Only Pegs Could 
Hold So Stable 


a Shank 


and by this method the 
arch is shaped to the 
exact form of the last 
better than by other 
methods of construc- 
tion. 
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No. 3700 






A Special for Fall Footwear 


The type of ornament that will lend 
just the right touch of smartness to 
a goring shoe. One of the wide range 
of styles we are now showing. Obtain- 
able in all combinations. 


Always ask for VANITY ORNAMENTS 
when you order your shoes. Your 
manufacturer can supply them. 























The forepart is sewed, thus combining 
the flexibility of the welt with the de- 
pendable sturdiness of the pegged 
shank. 


No. 36 
IN STOCK 


Black Kid Copeg-Arch Oxford 
—Chester Last— USMC ply 
rubber heel — medium weight 
sole. 









AAAA/AA 8 to 12, 


7 to 12, A/C 6% to 
12, B/D 6 to 12, $6. 


The Copeland & Ryder Co. 





Jefferson, Wisconsin do 











1261 Atlantic Ave. 








| Corgiido 
Onado 

ST. LOUIS 
St. Louis’ Largest Hotel 


Everything to make your visit most enjoyable -:- 
Large, airy rooms overlooking fashionable Lindell 
Boulevard (from $3.00 up) “t+ “tf - 
Three dining rooms and a coffee mo, (one to suit 
every mood) “t+ t -t- 
Herbert Berger’s Victor Recording Sane, (none 
better) “i t 

Just a step from the theatres, (ideal in convenience) 
A hotel truly metropolitan i in appointments, atmos- 
phere and service. “i 





Brooklyn, N. Y. 
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WHY 


WE MAKE [ENNIS PRICES 





SEPTEMBER FIRST 


| BECAUSE 


We believe the dealer can not place his order intelligently 
in August as the Tennis season is not over till September. 








CwD 


BE SURE 
NOT TO COMMIT YOURSELF 








Until our salesman calls and you get our story—It will pay. 


Gw9 


CONVERSE RUBBER SHOE CO. 
MALDEN, MASS. 


142 Duane St., N. Y. City Chicago, IIL., 
25 North Fourth St., Phila. 618 Jackson Blvd. West 
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WHERE TO BUY 


Men’s Shoes 





EAST WEYMOUTH, MASS. 








11@ Duane St. 


Every Wednesday and 





HENRY LILLY CO. 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


New York 


Friday 


Shoe Market News 


in the Boot and Shoe Recorder 














SHOE 





(P) M. A. PACKARD CO., Makers (P) 
ume BROCKTON ceemes 





NETTLETON 
Shoes of Worth 
A. EB. NETTLETON CO. 


BH. W. COOK, President 
N. Y¥., U. 8S. A. 
MEN'S FINE SHOES EXCLUSIVELY 













Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 














WHITMAN, MASS. 








BOSTONIANS 


COMMONWEALTH SHOE & LEATHER CO. 








Go 


FOR MEN 





18 Seuth Stes 























NATIONAL NEWS 


SATURDAY, AUGUST 6, 1927 


EVERY WEEK 








Higher Grade 
Women’s Shoes 
Now in Demand 





Employment and Production 
Figures Show Increase in 
Haverhill Section 


HAVERHILL—Events of the week in- 
dicate a prosperous fall season for the 
local shoe and allied industries. The 
manufacturing plants from the sole and 
counter manufactories to the heel and 
shoe establishments are daily assum- 
ing greater activity. The shoe busi- 
ness as it feels the stimulus of a new 
season’s business and buoyed up by 
rising markets, is witnessing somewhat 
of a transition as far as Haverhill pro- 
duction is concerned. 

After several years, during which the 
lower cost McKay shoe has been in the 
ascendency, the pendulum is swinging 
back to bring to the turn shoe industry 
its former prestige. 

The imitation turns, or the novelty 
and flexible McKays, which have built 
up such a substantial following in re- 
cent seasons, continue to hold up well 
and bid fair to enioy prosperous sea- 
sons along with the turn lines from 
the turn factories. Employment and 
production figures have risen steady 
locally since the opening of the month. 
The plants are working on shoes for 
Aug. 15 to Sept. 1 deliveries, some be- 
ing booked beyond that point. Sales- 
men in their territories report good 
prospects. 

Roadmen are showing fewer shoes 
than in several seasons, but are con- 
centrating on a few accepted sellers. 
Blacks go big locally, as_ predicted. 
The lessening call for satin reported 
in some centers is not witnessed here, 
the satin shoes going strong, with 
black patents. 


Blue Ribbon Shoemakers 
New St. Louis Company 


St. Lours—Blue Ribbon Shoemakers, 
Incorporated, is the name of a newly 
organized subsidiary of Brown Shoe 
Company. It will be located in the 
large, modern factory at Jefferson and 
Mullanphy Streets, St. Louis, and will 
manufacture women’s high grade 
fashion welts. This new company is 
particularly fortunate in its manufac- 
turing organization and equipment as 
the Blue Ribbon factory has been in 
operation for many years for Brown 
Shoe Company and no plant in St. Louis 
can boast of a better or more experi- 
enced force of factory workers. 

This addition to the St. Louis mar- 
ket, based on the growing demand for 
light weight welts, will provide an ex- 
ceptional fitting service, an in-stock de- 
partment of extensive size range sup- 





| 





plemented by a line of novelty patterns 
made to order. A. C. Fleener, an ex- 


| ceedingly capable and experienced shoe 








| man who 


| bon 


has been associated with 
Brown Shoe Company for many years, 
is the general manager. 

brand names that the Blue Rib- 
Shoemakers, Incorporated, will 
use will be “Naturalizers” and “Foot 
Charms” and the products of this plant 
will be featured under these names. 
Representatives of the Blue Ribbon 
Shoemakers, Incorporated, who are in 
the field at the present time are as 
follows: 

C. E. Vantrees, covering the States 
of Missouri, Kansas, Nebraska, Colo- 
rado, Arkansas and Oklahoma; Ben 
Davis, covering the States of Illinois, 
Iowa, Michigan, Wisconsin and Minne- 
sota; and G. R. Stroup, covering the 
cities of Central Section. 


Cincinnati Factories Are 
Busy On Fall Merchandise 


CINCINNATI—Manufacturers here are 
very busy. Factories continue to run 
briskly. Prices have gone up a little 
in the past few days. The color ques- 
tion seems to be about settled with a 
decided preference for black and brown. 
Salesmen in territories are sending in 
big orders for fall goods and in-stock 
departments are enjoying a good mail 
order business. 

The Krippendorff-Dittman Company, 
manufacturers of high grade women’s 
shoes, are enjoying a good volume of 
business and continue to run both their 
factories at capacity. The combined 
daily production of their Cincinnati 
and Xenia plants is more than 3000 
pairs. Frank X. O’Brien, vice-presi- 
dent and sales manager of the com- 
pany, said the bulk of the orders re- 
ceived by them for fall and early winter 
call for black patent, tan, brown and 
black calf, black kid, and quite a few 
are asking for black suedes, which he 
thinks will be very popular. Patent 
continues in the lead in spite of the 
increased price of the leather. Tan 
ealf is second, Mr. O’Brien says, with 
black kid third. Ties, wide one straps 
and colonial buckle pumps will be the 
predominating styles for fall, accord- 
ing to Mr. O’Brien. Baby Louis and 
18/8 heels will be good, he says, but 
14/8 are expected to be the most popu- 
lar. The Krippendorff-Dittman Com- 
pany is making largely solid colors 
with practically no two-tones or shoes 
with fancy trim. Mr. O’Brien, in 
speaking of the leather situation, said 
that prices are firmer now than they 
have been for some time but that some 
of the tanners expect leather prices to 
go higher. 

The United States Shoe Company re- 
ports that business with them is very 
satisfactory and has shown a marked 
increase over previous months. With 
representatives from coast to coast. 
they are receiving a good volume of 
business from practically every section 
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of the country. Mr. Harney, sales pro- 
motion manager, says his company ex- 
pects fall to be a big season on two- to 
five-eyelet ties and is stocking up on 
some styles in whippet kid and stone- 
wood calf. According to Mr. Harney, 
black will be good in patent, kid and 
calf, and suedes and satins are ex- 
pected to be good movers later. The 
U. S. is making quite a few neat 
pumps in patent and calf, with colonial 
buckles and large bows and report 
them to be very popular, as are both 
narrow and wide one straps. Mr. 
Harney says heels vary from 12/8 to 
20/8. 


Morris Bros. of Quincy, Ill., 
to Sell Retailers Direct 


QuINcy, ILL.— 
Morris Bros. Shoe 
Co. announce that 
they will offer to 
the trade shortly a 
new idea in men’s 
tootwear to retail 
at popular prices. 
New lasts, new 
patterns, and new 
designs have been 
incorporated. The 
materials used, 
workmanship, fac- 
tory facilities, plus 
the geographical 
location of this factory will enable it 
to serve dealers throughout the Middle 
West in a very fine way. The factory 
building is four stories high, a city 
block long, and is considered as a model 
factory layout by shoe factory men the 
country over. 

An extensive in-stock department will 
be featured. 

A. R. Larson, formerly men’s depart- 
ment manager of Selz-Schwab & Com- 
pany of Chicago, and associated with 
them for the past eighteen years, has 
become sales manager of the Morris 
Bros. Shoe Company. This announce- 
ment was issued by the president, 
Frank Morris. Mr. Morris says that 
the thorough experience Mr. Larson 
has had in the past fits him unusually 
well for the responsibility of his new 
connection. In addition to the sales 
department, Mr. Larson will have com- 
plete charge of the in-stock denvartment 
which thus enables him to give a real 
service to dealers throughout the coun- 
try. 








A. R. Larson 


Increased Demand Noted 
for Close Trimmed Welts 


LYNN—Factories continue active. 
Shipments for early August are large. 
Styles tend toward strength and grace. 
New footwear has taken on aspects of 
the fall of the year, with a gain for 
browns, the traditional color of au- 
tumn, new interest in reptiles, more 
oxfords, and much more talk of boots 
than has been heard for some time. 
Evidently. a multitude of women want 
shoes that are good to walk in. Hence, 
an increase in sales of welts, trim of 
style and fitting like a glove, also for 
turns with 9 and 10 iron soles, and 
fine style McKays. Better grades are 
gaining, and sales of health shoes, and 
stylish comfort shoes, or corrective 
shoes, call them as one may, have gone 
to a new high peak. 








Prices make up the foremost issue 


of the moment. Tanners are resisting 
hide prices. Some buyers of shoes are 
resisting footwear prices. Economies 
in manufacturing are likely to have 
much to do with the future of prices. 
New policies of manufacturers provide 
for the utilization of every ounce of 
hides. Scraps of hides are turned over 
to glue makers, and buffing dust is 
sold for fertilizer. The shoe and 
leather trade, like the packing indus- 
try, is going to reclaim its waste, and 
thereby save on its production costs. 

In lasts and patterns, the prevailing 
idea is to produce shoes that fit the 
foot like a glove on the hand. Heels 
continue low, running from 8/8 to 16/8 
for street and informal dress wear, and 
rarely above 18/8 for formal dress 
wear. More heels of leather are seen. 
Shanks are well pulled in, and strongly 
supported. Toes are longer and more 
roomy. Pressure and strain is taken 
off the phalanges. Patterns continue 
to range over pumps, with the buckle 
trimmed styles leading, strap effects, 
including two and three straps, and 
oxfords, both the enclosed and open 
front models, and ties, some lacing on 
the sides, and boots of the Wellington 
and a new sandal bootee type; also, 
some lace boots, which are among the 
staples, and some warmed lined boots. 

In leathers, combinations of suede 
and kid and suede and reptile are 
coming along, and also grain kid and 
calf in autumnal tones of brown. 
Patent is the leading stock, however, 
and will probably run through the fall. 
Demand for fine black kid shoes is 
larger than for some time. A few 
blues are being made in midnight, 
serge and jasper tones, and, of course, 
a variety of beautiful fancy leathers 
and fabrics for dress shoes. 





Big Fall Business Being 


Booked by Brockton Firms | 





Early Buying Marks Opening of 
the Fall Season 


BrRocKkTON—Brisk and early buying 
has marked the opening of the fall 
season in the men’s shoe business of 
Brockton and the South Shore district. 
Many of the plants are operating at 
capacity and manufacturers anticipate 
continuing on that basis throughout the 
season. This condition is general. Re- 
ports said to issue from prominent ex- 
ecutives of leading concerns indicate 
that these firms are busier now than 
for a long period. One barometer of 
conditions is the advertising for shoe 
operatives which has increased in 
Brockton daily papers of late. An- 
other is the volume of business being 
received by concerns which furnish 
some of the supplies used in the con- 
struction of Brockton and _ district 
shoe.. 
nounce a decided increase in orders. 
Collectively these facts show that 
things are on the upward trend. 

Heavy shoes for fall were prominent 
in the samples of Brockton and vi- 
cinity concerns who displayed their 
lines at the Boston Shoe and Leather 
Fair. That these samples were not 
produced in an effort to stimulate busi- 
ness on a number that must be pushed 
to get across is indicated in what has 
transpired since the show. Salesmen 
with these numbers in their grips have 





WHERE TO BUY 
Men’s Shoes 












Se HAND LASTED 


BIon F-RevYNo tos Com, 
BROCKTON MASS. 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 


Gk 


50 STYLES IN STOCK 
Ready tor Delivery on the Det 


EMERSON SHOE MFG. OO. 
Rockland, Mass. 























WHERE TO BUY 
Standard Shoe Materials 








Colored 
Chrome 
Sides 


ony 6. 











Strong and Flexible 
Counter Board 
Made from 
a 

The Sterling Fiber Board Co 


Sales Office, 501 Fifth Avenue. 
New York 














These allied concerns all an-. 


est Virginia 


Adds to the Wearing Quality 
of the Shoe. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit New York Chicago 








The One 
Waterproof 
Leather That 
Takes and Re 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Daaversport, 95 South St., Boston. Mass. 
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WHERE TO BUY 


Heel Protectors 
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A PROFIT MAKER 
1 to retail at 














WHERE TO BUY 


Men’s & Women’s 
Slippers 











tum; rubber heel; 
rights and lefts: 8 to 8. 
WM. SUMNER SMITH 


825 Mearee Street Chleage, ttt. 
















Men's All Leather House Slippers 


IN 8TOCK 

Golden Brown Kid 

Bee hs bebber 

b—) fer Gemples 

ROTH 4 ROSENBERG SHOE CO. 
124 N. Srd St., Philadelphia 
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D3! il Slipper Co. 





Novelty SlipperCo. 
Makers of 
Beudoir Slippers ef the 
Better Kind 
121-181 West 19th Street 
New York City 

















PARISTYLE FOOTWEAR MF@. CO., INC. 
41-48 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B'way 
HIGH GRADE TURN MULES and D’ORSAYS 
Gatine, Kids, Brocades and Fancy Patterns. 


$27.00 per doz. and Up. 
Tay 
sent on 
request 











found genuine warmth in the reception 
given them by buyers. Tanners who 
produce grain leathers have _ bene- 
fited by greater demand for their mer- 
chandise. Further evidence of revival 
of interest in heavier shoes is given 
by the announcement by the Barbour 
Welting Co. that the demand for 
“Stormwelt” and “Doubledeck” weltine 
is ahead of last year. O. A. Miller 
Treeing Machine Co., shoe lace divi- 
sion, manufacturers of Cordo-Hyde 
laces, already feel the reaction. Be- 
cause their product is particularly 
adapted to wear with heavier shoes the 
firm notices a firmer call for it. 
While the trend in tan is toward the 
darker shades, medium having the call 
in the medium and better grade shoes, 
in the popular priced field, buyers con- 
tinue to favor the lighter tan which 
has been current. There is also a call 
for the medium tan but in nowhere 
near the proportion as in the better 
grades. Blacks are even more pro- 
nounced, some factories being on a 60 
per cent black schedule. This means 
fewer sizes on the tan shoe orders re- 
ceived. In the $5 and $6 range, buyers 
have been particular this season re- 
garding lasts, while attention to pat- 
terns has not been as noticeable as 
heretofore, one manufacturer reports. 





Business Unusually Good 


in St. Louis Shoe Plants 


St. Lours—Business in the wholesale 
shoe field is unusually good and this 
applies to practically all manufac- 
turers. The general line houses who 
have had their men in the field with 
the new lines since the first week in 
July, state that orders are coming into 
headquarters in tremendous volume. 

One of the larger houses reported 
business during the past week as the 
largest in volume this company has ever 
experienced. There are many reasons 
given for the sudden outburst of busi- 
ness other than the new lines. True, 
the lines have been introduced some- 
what earlier this year and that may be 
one reason, but many are of the opinion 
that the stiffening of prices is the 
principal factor. 

Further advances are predicted by 
some of the managers of the women’s 
style departments. One large house is 
advancing the price of their shoes as 
they cut the leather and pay an advance 
on the material. In carefully review- 
ing the orders, one women’s style mer- 
chandising official found very few if 
any abnormal demands which would 
indicate that retail merchants are 
speculating on an advancing market. 
This report is true of other institutions 
as well. 

A $500,000 increase for the month of 
July was predicted by one of the big 
houses. This firm views the fall as one 
of the best seasons in some time. They 
anticipate similar increases during the 
following months. 





F. R. Briggs Convalescing 


Boston—Frank R. Briggs of Boston, 
former president of the National Boot 
and Shoe Manufacturers’ Association, 
who has been confined to his home since 
early June through serious illness, is 
now convalescent. While still unable to 
leave his home, Mr. Briggs’ friends will 
be glad to learn that he is progressing 
rapidly toward recovery. 








Black Seems Predominant 
in Both Men’s and Women’s 


MILWAUKEE—Fall buying has been 
started by the trade, according to the 
local shoe manufacturers and there is 
an influx of orders greatly ahead of a 
year ago, calling for deliveries in 
August and September. Black seems 
to be the predominating color for fall 
in the men’s and women’s dress foot- 
wear. Darker shades of tan are meet- 
ing with favor but are running second 
to blacks. 

A greater business on welts than the 
company has ever done before is an- 
ticipated at the F. Mayer Shoe Co., 
Fred A. Mayer, sales manager, reports. 
The orders now being received call for 
more welts than the turn lines, and the 
company has doubled the production on 
welts as a result of this and in ex- 
pectation of the large volume. The 
Arch-Support line of ladies’ footwear 
is selling well, said Mr. Mayer, and 
ties are the leading styles in this line, 
with one-, two- and three-button straps 
following in that order. The comfort 
line is holding up well but is second to 
the welts. 

Blacks are being shown mainly and 
form the larger share of the colors 
being taken by the trade. Patents lead 
the field in the blacks with kid second. 
There has been good action on black 
satins and recently there was a spurt 
noticed on suedes. Some colored suedes 
have moved but the volume has been 
mostly on the black suedes. Mr. Mayer 
believes that the black suedes will con- 
tinue to lead over the other suedes and 
he does not look for as large a volume 
on colored suedes for fall as some in 
the trade anticipate. 





Outlook Is Good for 
Children’s Shoe Business 


CHIcCAGO—The growing girls and 
children’s business, according to Walter 
Sinsheimer, general manager of Sin- 
sheimer Brothers of Chicago, never has 
shown a more promising outlook than 
that for fall. “Conditions in the North 
and Middle West promise well for the 
fall and if the farmers have a little 
more than an even break with the 
weather,” said Mr. Sinsheimer, “we 
are looking for one of the best seasons 
we have ever had from a sales stand- 
point. Throughout the Northwest 
there is a much steadier condition and 
credits are much improved. 

“Patents and plain patterns seem to 
be the leaders in the children’s busi- 
ness. In the growing girls’ and 
women’s shoes the colonial looks like a 
fine pattern for volume business and 
patent leather the best bet. We are 
having some excellent business on the 
stroller tan shades but in our opinion 
the colors should be held in the average 
stock to shoes wholesaling above $4.25. 
With present prices on upper leathers 
it is almost impossible to get colored 
leathers which will stand wearing un- 
der that price and they should best be 
let alone. Our. business up to the pres- 
ent time is running better than a year 
ago and we expect our gain to increase 
as we go into the fall. The new nar- 
rower toe type last and the lower heel 
in the novelty numbers is also taking 
well and we look for an improvement 
in these lines due to a more simple type 
of pattern.” 
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BOOT AND SHOs RSCORDES 





Where Men Delight to Buy 





A neat, orderly store is this store—Kenny’s Bostonian store 


for men in Baltimore. 


Note the shoes on the table and the 


case display in the rear 








Julius Kallman to Join 
Rousmaniere, Williams 


& Co. 


BostoN—Julius Kallman, who has 
been first vice-president of the National 
Fabric & Finishing Co. since its for- 
mation in October, 1924, has made 
known his resignation from that firm, 
and announces that he will become a 
partner in the firm of Rousmaniere, 
Williams & Co., of Boston and New 
York, effective Oct. 1, 1927. Mr. Kall- 
man, who has been in charge of all the 
merchandising activities of the Na- 
tional Fabric & Finishing Co. from the 
time of its inception, states that he will 
continue to be one of the three largest 
stockholders in that concern, and will 
remain on the board of directors for 
an indefinite period. Before taking up 
his new duties, Mr. Kallman will take 
a much needed vacation. 





Vogue Eyelet Is Unusual 


The Vogue eyelet is the latest thing 
in fancy eyelets, an innovation in de- 
sign and attractiveness. It is a novelty 
in that it is a cut-out in effect, an idea 
absolutely new in the fancy shoe eye- 
let field. It is circular in shape with 
a square hole center but with four cut- 
outs on the flange. This unusual cut- 
out feature allows the color of the 
leather to be seen through the eyelet, 
producing a_ striking and artistic 
effect. 

The Vogue eyelet is made in all 
standard eyelet colors—a possible fif- 
teen shades are available—and there 
are varying sizes. By its use contrast- 
ing as well as blending color combina- 
tions can be worked out with pleasing 
and unusual results. Brass eyelets on 
tan shoes and nickel on black, for in- 
instance. 

The Vogue eyelet is considered the 





most ornamental in its design and 
colors that has ever been offered to shoe 
manufacturers. And its use will not 
be confined to shoes, for it is both 
suitable and very attractive in leather 
belts for women. 





Donovan Incorporates 


LyNN—D. A. Donovan Jr., Shoe Co. 
has been incorporated by Daniel A. 
Donovan, Jr., and Leonard L. DeVeau. 
The firm is making stitchdown shoes at 
the corner of Washington and Broad 
Streets. Mr. Donovan is a son of D. 
A. Donovan, head of the former firm of 
Donovan-Giles Co. Mr. DeVeau was 
formerly a superintendent in Lynn 
shops. 





Chicago Stores Cleaning 
House; Ready for Fall 


Cuicaco—Evidently the reluctant 
maid of Chicago isn’t so reluctant to 
buy footwear if one is to take the word 
of the Loop buyers and managers. 
Sales continue to sail merrily and if 
they aren’t making much money they 
are moving out some of the good and 
the bad guesses in style for Chicago’s 
summer. The most. enthusiastic 
“sale-er” in the shoe business couldn’t 
invent a new price combination that 
isn’t visible somewhere above the hori- 
zon of a window in the Loop. There 
must be something psychological about 
tke 95 cent figure. It is attached to 
every number from one to nine and 
apparently it has charms. 

Colored footwear is the original 
puzzle of the shoe business. On State 
Street in shoppe and shop (the differ- 
ence being about four dollars per pair) 
one may see them with all the varying 
figures which might express a buyer’s 
unhappiness in associating with them; 
and ’round the corner in the O’Connor 
and Goldberg Booterie, there’s a win- 





WHERE TO BUY 
Children’s Shoes 














“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 


~— SpaiteeS 


for the distributing trade only 
A. N. WOLF SHOE COMPANY 


Denver, Pa. 
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WHERE TO BUY 
Ballet Slippers 








LYONS AND COMPANY 
Hand Turn BALLETS 
Wo’s. Miss’. Ohd's. 
$1. “s $1.40 $1.85 
Also Hard Toes 
IN STOCK 
Send for Samples 
122-124 Duane St. 
New York, N. Y 











Im Steck Black Bal- 
let Slippers 
Ladies’ : = pr. 
Misses’ pr. 
Childs pr. 
BLOG SHOE OO., ING. 
147 Duane &t., 


New York, N. ¥. 











EW ALLETS 
and Tern, Viel Kid 
Improved im Steck 


Seft Tee: srt 2 $i. 4g. 

pone $1.20; Wemen 

$i. i S tee: Child's 

Ga: $2.30; 
emen's Maas. 





Alse Better Grades Me tan si per On 
. Bway, New 
Semples on Request Everything In Slippers 








sALLET SLIPPERS—IN STOCK 
of the unusual 





Misses 11/2 te 2— 1.40 
Women’s 2, te 8— 1.46 


Alse Hard Toes 
SCHWARTZ & HERDER, Ine. 


Spoctatons in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 











HAND TURNED, BLACK KID 
BALLET SLIPPERS 





Send for 


Bamples. ly 
ROTH & ROSENBERG SHOE CO. 
124 N. Srd St., Philadelphia 
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WHERE TO BUY 


Women’s Novelties 


il ll nel 








"$3.50, $4 & $5 Sells Why not you? 


Samples sent and 
returnable at 
our expense. 

Samuel Cohen 
Shoe Co. 

8-68 Stnesta 





t., 
Boston, Mass. { 


~~ 








Latest Styles at 
Popular Prices 
in Stock. ~ 

143 ST.-NEW YORK 





ml at >” 








We carry In-Stock for immediate deliv- 
ery, smartest styles of the moment in 
Women’s McKays—priced from $2.50 to 


$4.00 
Samples on request. 


Aronson Bros. Shoe Co., Inc. 


213 Essex St., Boston, Mass. 


WHERE TO BUY 


Miscellaneous 




















STUDY CHIROPODY 


Make .000 to $15,000 a Year 


Beeom jector of leal Chirepedy. The 
mere fel Study at largest foot elinis 


ia _ world. poset of pean, surgeons, ¢hirop- 
edists. Finest laboratories and equipment. - 
ear. requirements, 


jext classes, October. 

while studying. Write fer catalog. Dept. B. 

ILLINOIS COLLEGE OF CHIROPODY 
1827 N. Clark Street. Chicage 











dow full of blue shoes priced up to 
$18, and for several days there hasn’t 
been a minute that an admiring crowd 
of women weren’t looking at them. 
Colors splash in the Wolock and Bauer 
Shoe Salon on Michigan Avenue just 
as if they weren’t marked down to 
$4.95 at all on State Street. 

Blacks, patents first and gunmetal 
kid and calf afterward, are still the 
backbone or the mainstay of the busi- 
ness, however, and a few suedes are 
moving. The browns as yet have shown 
little movement and probably will not 
until cooler weather comes. 





Rickard Plants Busy 


HAVERHILL—The local factories of 
the Rickard Shoe Co. are operating at 
capacity. Production has been main- 
tained at a high peak throughout the 
summer months and the appearance of 
the new fall lines has stimulated busi- 
ness to a high degree. The welt factory 
of the company is featuring the “Tru- 
wark” orthopedic shoe and has built 
up a wide demand for this health shoe. 
The turn factory is active in the pro- 
duction of smart footwear in a wide 
variety of models in leathers and 
fabrics, among which are many impor- 
tations in genuine lizard, water snake, 
and other reptilians. 














Charles Meis Shoe Co. 
Officials on Buying Trip 


CINCINNATI—Sid- 
ney J. Eisman, vice- 
president of The 
Charles Meis Shoe 
Company, Cincinnati, 
is in New York this 
week to meet August 
Levy, vice-president 
of the same firm, on 
his return from Eu- 
rope. Mr. Eisman 
and Mr. Levy will 
be in the East for several days, where 
they will do some fall buying. Mr. 
Eisman will then join his family for a 
month’s vacation at the Summit 
Springs Hotel, Poland, Me. Mr. Eis- 
man, who is president of the National 
Shoe Wholesalers Council, is one of the 
best known figures in the shoe industry. 





S. J. Eisman 





New Front for Ritz 


RICHMOND, VA. (UTPS).—The Ritz 
Shoe Shop, Inc., at 166 Granby Street, 
Norfolk, Va., has just installed an at- 
tractive new front and display window. 
This store only recently opened its 
doors to the Norfolk shoe-purchasing 
public. Ladies’ fine shoes, lingerie and 
hosiery are handled by the Ritz Shop 





Conrad Man in Europe 


BROCKTON— 
Alexander Camp- 
bell, member of 
the Conrad Shoe 
Co. organization, 
has sailed for Eur- 
ope to study gen- 
eral economic con- 
ditions and more 
particularly the 
leather and raw 
materials markets. 
The’ styling of 
men’s footwear al- 
so will receive a 
large share of his 
attention. Mr. Campbell expects to be 
gone for several weeks. 





Alexander Campbell 





Retail Stocks Low; Fall 
Styles Now Being Shown 


CINCINNATI—Retail shoe stores here 
have been doing a rushing business 
during the past few weeks. July clear- 
ance sales have cleaned up practically 
all the summer footwear. Whites went 
exceptionally well and colors moved 
much better than was expected. Some 
of the dealers are already showing new 
fall styles and report them to be meet- 
ing with customer approval. Retail 
merchants here expect patent to lead 
in sales, but are looking for good busi- 
ness with kid, calf and satin and shoes 
with conservative trims. 

The Smith-Kasson Company was 
first in the city to show the new fall 
line. A large corner window facing 
two streets was devoted exclusively to 
their new I. Miller line and is bringing 
in some early customers. John Logan, 
manager of Smith-Kasson’s women’s 
shoe department, said that in their new 


= 





line is a golden brown instep tie which 
they are expecting to go over big. 
Lizard and reptile, Mr. Logan thinks, 
will be much better for fall and winter 
than they were last year. A very neat 
combination suede and patent pump 
which the Smith-Kasson Company has 
on display is winning much favorable 
comment. The vamp and one side are 
of suede while the other side is of 
patent and has a patent covered heel. 
The Smith-Kasson Company has al- 
ways catered to long vamp shoes, but 
will show both long and short this sea- 
son. Large buckle pumps and T-straps 
are expected to be much called for. Mr. 
Logan said they will keep in stock all 
heels but will feature 14/8 as a street 
heel and 18/8 for dress. 

_ The Florsheim Shoe Company store 
is now running their semi-annual $8.85 
sale and report the men’s shoe busi- 
ness to be very good. Tan is the best 
seller but sales on blacks are increas- 
ing. Sport shoes, with a tan and white 
—— leading, continue to move 
ast. 


Oxford Types Gaining 


HAVERHILL—Oxford patterns are 
moving out of local factories in increas- 
ing volume with the opening of the 
school and college demand for footwear. 
Fall buying annually brings the ox- 
ford types to the foreground and this 
year the new five-eyelet types, with 
limited cut-outs and inter-lacing, are 
being featured. The shoes are much 
plainer than in recent seasons, but are 
not plain to the point of being severe. 
Straps and gore patterns are receiv- 
ing usual attention, with the popular 
T-strap being introduced in _ several 
cut-out and open shank modes. Nar- 
row front gore patterns lead the gore 
array. 


Green’s Third Annual 
Outing 


Boston, Mass. — The 
third annual all-day out- 
ing of the Green Shoe 
Manufacturing Co., Inc., 
was held on Saturday, 
July 30, at Lake Pearl, 
Wrentham, Mass. About 
350 persons participated 
in the fine program of 
men’s and women’s 
sports. There was a ball 
game between the mar- 
ried and single men; a 
100 yard dash, three 
legged race, sack race, 
relay race, tug of war, 





Charles 

Slosberg, 50 yard dash, and fat 

Superin- women’s race. Prizes 

p44 YW of were awarded for all 
e reen s 

Shoe Mfg. events, with a $10 gold 
Co. piece prize for the two 


best waltzers; dancing 
took place from 1 to 5 p.m. Novelty 
numbers were given in the dance hall 
during the afternoon. The chairman 
of the general committee was Charles 
Slosberg, superintendent of the Green 
Shoe Mfg. Co.; the men’s sport com- 
mittee was composed of Thomas Hogan, 
Peter Bowman, John Micele, A. Gaurd- 
erau, and Louis Langone; the ladies’ 
sports committee was composed of C. 
Cooke, Anna Beal and Esther Levin. 
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Smart New Numbers In Stock, Quick Delivery 





JANET CLARICE 
All Patent, all Satin, 20/8 Spike Patent Oxford. Black Ooze Quarter, 
_s., 14/8 Cuban Heel, Slide Centre 20/8 Spike, 14/8 Ouban, Fine Turn, IRENE 
uckle. 3 
$4.00 A, B and ©. $4.60 Patent Vamp with Black Ooze Saddle. 
, . . Patent Vamp with Natural Ooze Sad 
Patent Vamp. Light Brown Serpen- dle. Black Ooze with Gun Metal 
tine Quarter, 20/8 Spike, 14/8 Cuban Saddle Brown Ooze with India 
Heel. 60 Brown Saddle 
$4. All above with 20/8 Spike and 14/8 
Cuban Heel 
All $4.60 
Same in All-Patent with Patent Sad- 
dle 
$4.35 
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SHOE COMPANY 


Boston, Mass. 


MERCHANTS 


57 Lincoln Street 
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Genuine Lizard over Brown Kid. An 
extremely popular Ford number. 
Nouvelle construction. Not in Stock. 


A creation by our Monsieur Paul Chevillat. One of 
many beautiful models that win the preference of 
women and make lasting and profitable customers 
for you. 


C.P. FORD & CO., Inc. 
ROCHESTER y ig 
New York & 


New York: Marbridge Bldg. 
Mr. JAcK GALWAY 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 





Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When: advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


August 6, 1927 























SALESMEN WANTED 





SALESMEN WANTED 


POSITION WANTED 








need apply. W 
mission proposition. 


SALESMEN 


If you are interested in representing an excellent line of MEN’S AND 
BOYS’ MEDIUM PRICED WELTS ranging in price from $3.00 to $5.25, 
write us immediately. Every number carried in stock. Ouly PRODUCERS 
We have a number of good territories open. 
Give references in first letter. 
Boot and Shoe Recorder, 207 South St., Boston, Mass. 


Strictly com- 
Address C-971, care 





. F. SHANNON just finishing a two year 

contract as district and advertising man- 
ager for chain of shoe stores, wishes to secure 
position with live shoe organization. Well expe- 
rienced in all grades of footwear. Good refer- 
> spe Address P. O. Box 414, Kansas City, 
LO. 


WANT a position in South Dakota or 
adjoining states, have eight years’ of expe- 
rience in selling and buying shoes, best of 
reference supplied. Address C-967, care Boot 











territories: 


Texas 

Greater New York 
Pennsylvania 
Illinois 


Photo. Sensible compensation. 
corder, 207 South St., Boston, Mass. 


Experienced wholesale shoe salesmen with road record, for following 


Men’s quality line with extraordinary possibilities. This line has enough 
selling features that it can be SOLD irrespective of conditions, by men who 
have sales ability. Only complete line of men’s shoes in United States to 
retail at $7.50. Equal in value to anybody’s $10.00 shoes. 

If you have a record and will state last three years’ records definitely, 


we have an actual opportunity for you. 
Address C-969, care Boot and Shoe Re- 


Louisiana and Mississippi 
Kentucky and Southern Ohio 
Tennessee and Mississippi 
Nebraska and Seuth Dakota 
Kansas and Missouri 


High type men only need apply. 











Michigan, Minnesota, North and 
South Dakota territories open for 
a line of babies’, infants’, children’s, 
and misses’ stitchdowns, misses’ 
and growing girls’ welts. Give 
references in reply. 
HELMHOLZ SHOE MFG CO. 
Milwaukee, Wis. 











WANTED—High grade salesman for entire 
Pacific Coast and Middle West to repre- 
sent leading Brooklyn turn novelty house. Must 
have exceptional following and willing to work 
on commission basis only. Output 600 pairs 
daily. Address C-974, care Boot and Shoe 
seeaeeen, 239 West 39th St., New York City, 
i 





SALESMAN with established trade and fol- 
lowing tor New York City, Brooklyn and 
New Jersey territory. This is an exceptionally 
strong line of women’s novelties in stock and 
offers an unusually attractive proposition to the 
right man. Address C-973, care t and Shoe 
Recorder, 207 South St., Boston, Mass. 


ASHINGTON, OREGON, CALIFORNIA, 

GULF, FLORIDA, OKLAHOMA, 
NORTHERN TEXAS, MINNESOTA. WIS- 
CONSIN, IOWA, NEBRASKA, WESTERN 
PENNSYLVANIA and OHIO. Fast repeating 
beautiful line infants’ flexible turns. 28 num- 
bers, all in stock. No unpacking. Instant 
display on opening case. Straight 7% com- 
mission. ive main line as__ reference. 
nny ame SHOE COMPANY, Orwigs- 
urg, Pa. 





ANTED:—Salesmen with established trade 

to sell fast moving line of women’s novelty 
McKays priced at $3.35 to $4.50 in Arkansas, 
Mississippi, Alabama and Pennsylvania. Money 
makin proposition for the right man. 
SHU-STILES, INC., 1330 Washington Ave., 
St. Louis, Mo. 





WANTED:—Salesmen with established trade 
to represent us in Alabama, Mississippi and 
Ohio. e have the largest and fastest selling 
line of women’s novelty shoes in the country, 
selling at’ one price of only $2.85. Liberal 
commissions and wonderful proposition to men 
of proven ability. SPECIAL SHOE COM- 
PANY, 1332 Washington Ave., St. Louis, Mo. 





WANTED—Live wire salesman for our ex- 

tensive line of popular priced infants’ and 
children’s turns and welts. Big money making 
proposition. Commission basis. State territory 
and reference in first letter. Address C-972, 
care Boot and Shoe Recorder, 239 West 39th 
St., New York City, N. Y. 


SIDE LINE—Sell Walk-on-Air arch supports, 

new principle, no metal. Samples furnished, 
commission basis. WALK-ON-AIR CO., 3716 
Grove St., Oakland, Calif. 


WE have territories open for several good 
salesmen for our line of shoe store acces- 
sories, strictly commission, but a liberal one. 
Fall season opens in August. E. T. GILBERT 
MFG. CO., Rochester, N. Y. 


WE need several men to carry as a sideline 
our products of spats and shoe novelties 
and cut steel buckles. Applicants must send 
references in their first letter in order to be 











considered. MANOLIS MANUFACTURING 
arene 4248 No. Crawford Ave., Chi- 
cago, Ill. 


¢ 


and Shoe Kecorder, 207 South St., Boston, 
Mass. 
OSITION WANTED. Wanted to make 


connection with Chain Shoe Store Company 
in executive capacity. Experienced in chain 
store methods. Full of pep. Capable of re- 
sponsibilities. Furnish best of references. Age 
30. Address C-965, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





ANTED—Position as manager or assistant 
“manager of retail shoe store or department. 
Fifteen years’ experience in progressive family 
shoe stores. Comprehensive knowledge of both 
buying and present time merchandising meth- 
ods. Furnish best of reference. Salary estab- 
lished after proving ability. Address C-962, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








FOR RENT 








Shoe Department 
to Rent 


High class Women’s Wear special- 
ty store, catering to medium and 
better trade, doing a volume of one 
million and a quarter, in a large 
city of eight hundred thousand 
population, in an excellent location, 
wishes to rent to a reliable concern 
space for a shoe department on 
main floor directly in front of the 
elevator. Only firms who sell 
medium and better price shoes, 
ranging from $8.00 to $15.00, will 
be acceptable. Long term lease 
may be had at nominal rental. 


Apply C-960, Care of Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 

















FOR SALE 


OR TRADE — 200 acre Illinois fruit and 

grain farm. Good location for general store. 
Address C-966, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 
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BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY 









~ MERCHANT NEEDS 








Professionalize Your Service,—Study 
PODIATRY CHIROPODY 
A School in Boston, Massachusetts 


Customers everywhere want profes- -»fession can be studied in carefully 
sional advice on the scientific treatment supervised clinics. Special clinics for 
Progressive shoe mer- children, industrial employees, etc. En- 
requirements—4 years’ high 
Write for cata- 
Administration Office. 


of their feet. 
chants are gaining more customers and trance 
selling more shoes by offering this new school or equivalent. 


personal service. Study Podiatry. This log. 
interesting, independent and lucrative 


SCHOOL OF PODIATRY 


473 Beacon Street, Boston, Massachusetts 











LINE WANTED 





Registered Chiropodist 
—A1 Shoe Man 


Wants to connect with large retail 
shoe organization or department 


WANT a short, strong, men’s dress line. 
California to Portland, Oregon or part of 
territory. Established trade of the best only. 
At present covering territories with a men’s 
work line. For particulars address C-975, care 











Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 
Milbradt 
Manufacturing Co 
2416 No. 10th Street 
ST. LOUIS, MO. 
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store to build up and manage cor- Boot and Shoe Recorder, 207 South St., Boston, 
rective footwear department and Mass. 

department of chiropody; fifteen 

years of successful practice and re- 7 : 

tail shoe experience. Only a high Foreign Representative 

class proposition considered. Ex- I buy American leather, shoe ma- 


chinery and factory supplies; also 
represent in Czechoslovakia and Eu- 
rope reputable manufacturers of same. 
Information and connections wanted. 
Address A. Stepper, Czechoslovakia 
Prague 1, Kolkovna 7, Wholesale Grind- 
ery Merchants and Importers. 


cellent references. Further details 


on request. 
Address C-968, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 




















EDIUM priced line ladies’ novelties wanted 

for Philadelphia and vicinity by resident 
salesman with car. Address C-961, care Boot 
+ Shoe Recorder, 207 South St., Boston, 
Mass. 


Opportunity of a Life- 
time for Shoemen 


Wanted forty young men between the 
ages of 21 and 35 to invest — as oo 
ehain of Slipper Shops to be at 
the South and Southwest. 250 00 7 ‘will 
entitle you to a half interest in the shop 
of which you will be made Mgr. Don’ 
answer unless you can become financially 
interested. Address C-970, care 
Boot and Shoe Recorder, 207 HOES, U.S. MARINE CORPS, OQUARTER- 
South St., Boston, Mass. MASTER’S DEPARTMENT, WASHING- 
TON, D. C., SEALED PROPOSALS, in 
duplicate, will be received by the Depot 
; Quartermaster, U. S. Marine Corps, 1100 South 
wa Broad Street, Philadelphia, Pa., until 11:00 
2 September, 1927, and then be publicly 








PROPOSALS» 



























FOR LEASE &. He 





SHOE DEPARTMENT FOR LEASE—One 
of the largest and oldest established depart- 
ment stores in Richmond, Va., will have their 
shoe department for lease in the ve near 
future. This is a splendid opportunity for 
anyone interested who can qualify. The depart- 
ment has been established for a great number 


opened for furnishing 32,000 pairs shoes rus- 
set. Proposal blanks and other information 
may be obtained upon application to this office 
and the Depot Quartermaster, U. S. Marine 
Corps, Phiiadelphia, Pa. C. L. McCAWLEY, 
Brigadier General, The Quartermaster, 
SCHEDULE NO. 58 











of years and is now doing a nice volume. 
Address C-940, care of Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


STORE SUPPLIES 








Shoe Departments 


Rices, Norfolk, Va. and Rices, Charlotte, 
three floors, popular priced spe- 
Will lease to responsible 


N. C., 


cialty stores. 
parties. Address C-964, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 


EVERY 
KNOWN TYPE 





DISPLAY FIXTURE 








LINE WANTED 


Wa :—By a well known salesman sell- 

jobbers, department and chain stores, 
an od itional line for New York City, Phila- 
delphia, Baltimore, Washington, D. C., Pitts- 
burgh, Cleveland, Detroit and adjacent places. 
Also covers cities in New England. Maintains 
Boston office but travels a large proportion of 
the year. Not interested in men’s heavy work. 
Address C-966, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 























MIXX XY! 
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H-W reed and fibre furniture offers 
many possibilities for fine shoe store 
seating. The above chair, in a beau- 
tiful finish and upholstery, will 
help to create an attractive, ap- 
pealing atmosphere in your store. 
Write for information and prices. 


fakefield | 


Baltimore, Md.; Boston, Mass.; —_— 
N. Y.; Chicago, Ill.; Kansas City, Mo. 
Los Angeles, Calif.; New York, N. Y. 
Philadelphia,Pa.; ; St. Louis,Mo.; Port-. 
» Oregon; San Francisco, Calif, 







. “WINDOW 
DISPLAY F a 


SEGALLE “SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS 
SEND FOR CATALOG, 
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MERCHANT NEEDS 


MERCHANT NEEDS 











Stop—Read This Out Loud 








WINDOW DISPLAY FIXTURES 
ASK for 


tina 











1 aaa SALES ARE MADE ON THE SIDEWALK”, 

















Write on Your Letterhead 


TheOscar Onken Co. , cincinnati,O. 


No. 611 W. 4th Street 














ESTABLISHED 1890 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 




















Fer Bunny and Kk- 


G. SCHOEPFER 
16-18 West 36th Se., 
New York, N. Y. 





KITTEN EVES 














MERCHANT NEEDS 











ADVERTISING NOVELTIES 
and SPECIALTIES 


W. E. ADVER 


FOLLIS SERVICE 
150 N. STATE STREET CHICAGO 














WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 




















WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. _ Corre- 
spondence confidential. Established 1890. 

MAX GLAUBERG 

436 Grand Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Dry Dock 0352 














Sell Us Your Left Over 


New Yors Exroat Purcuasinc Coapr. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











New Warren, Ohio, Store 


WARREN, OHIO (UTPS).—Papers 
have been filed with the Secretary of 
State chartering Paul’s Model Shoe 
Store, Inc., with an authorized capital 
of $20,000 to deal in boots, shoes 
hosiery and similar merchandise. In- 
corporators are Paul Soloman, Harry 
Davidow and Dema Soloman. 





Morrison and Ritter 
to Open New Shop 


PITTSBURGH, Pa. (UTPS).—J. E. 
Morrison, former manager and buyer 
for the women’s department, and 
Harry Ritter have left the Rosenbaum ; 
Department Store to go into the shoe 
business for themselves. 

It is understood that the partners 
will open somewhere in the downtown 
district in the near future, but as yet 
no definite location has been announced. 

M. J. Crosson, who was formerly with 
Frederick Loeser & Co. of Brooklyn, 
has taken Mr. Morrison’s place. He 
made an Eastern trip shortly after be- 
coming acquainted with his new charge 
for the purpose of buying fall shoes. 
He declares that he intends to give no 
small degree of attention to the further 
development of the orthopedic depart- 
ment which already enjoys an enviable 
reputation. 
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New Officers Are Elected 
By Thomas G. Plant Corp. 


Boston—Thomas G. Plant Corp., 
which has succeeded the former Thomas 
G. Plant Company as the result of a 
reorganization recently effected, has 
— the following officers and direc- 
ors: 

President, Charles J. Prescott; chair- 
man of the board of directors, Eben H. 
Ellison; treasurer, Frank H. Rowsom; 
vice-president, Frank R. Maxwell. 

Directors: Eben H. Ellison, Charles 
J. Prescott, Frank R. Maxwell, J. 
Franklin McElwain, James R. Gormley, 
Louis J. Hunter. It is understood that 
the company plans to add two or three 
more directors to the board. 





Felix Ries Back 


New York, N. Y.—Felix Ries, who 
returned from a trip abroad and is now 
located at 45 West Thirty-fourth 
Street, is representing A. Biringer 
A.-G., Offenbach am Main, Germany, 
the biggest gold and silver leather pro- 
ducer specializing in this article. He 
is also representing Gustav Herrscher- 
Offenbach am Main, Germany, manu- 
facturing suedes and_ reptiles’ in 
genuine and imitation as well as some 
other of the big European concerns, 
making natural grain leather and 
novelty leather. 


Jack Peyser with Artistic 


BROOKLYN, N. Y.—Jack Peyser, well 
known in Brooklyn shoe circles, has 
tied up with the Artistic Shoe Co. of 
that city, and will travel the Southern 
territory for them. Mr. Peyser will 
make his headquarters in New York 
with regular trips to his customers 
throughout the South. Practically all 
of Mr. Peyser’s experience has been 
selling Brooklyn grade footwear, and 
he has been with several of the best 
known shoe factories. He comes to 
the Artistic organization with a host 
of friends in the shoe business, all of 
whom wish him great success. 

Another important addition to the 
Artistic Shoe staff is Edward P. 
Sherlock, who is now under contract 
with them as designer and superintend- 
ent. Mr. Sherlock was formerly with 
J. & T. Cousins for a number of years. 
He is recognized as one of the leading 
shoe designers of the country, and has 
had a thorough training in all branches 
of shoemaking. The Artistic Shoe Co. 
management hope with the services of 
Mr. Sherlock they will be in a better 
position than ever before to offer their 
customers the finest product that is 
within their power to produce. This 
house specializes in footwear to retail 
at $10 and $12.50. 





Breetwor Takes New Shop 


PuEBLo, Coto. (UTPS).—The shoe 
store operated at North Union Avenue 
and Main Street for several years by 
I. S. Breetwor, is now under the man- 
agement of the National Shoe Stores 
Co., carrying a full line of men’s, 
women’s and children’s footwear. 

Breetwor is now established in his 
new shop in the center of the business 
district, in the Colorado Building, 
Fourth and Main Streets. 
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The Crawford Shank 





























HE shank of the shoe — like the chassis of an automo- 
bile — is its most vital part. To withstand the weight, 
friction, and severe strain to which it is subjeéted, a high 
carbon steel, well tempered and hardened, is necessary. 


The CRAWFORD ARCH SUPPORTING SHANK embodies the 
combination of rigidity and flexibility. It is a resilient 
steel brace built into the shoe. A truss, riveted to the 
under side of the shank, keeps it in its original curved 
shape. One end of the shank is slotted and fitted around 
a split rivet, so that it will slide back and forth as the 
weight of the body is applied and removed from the foot. 
In this way, the shank is always snug against the arch of 
the foot, yielding just enough, under pressure, to accom- 
modate the natural flattening of the arch. When the foot 
is raised, it springs back into its original position. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHOE RECORDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 





In this Issue— 


Half Truths Are Worse Than 
Deliberate Falsehoods ....... 21 


TRUTH IN ADVERTISING ........... 


Many a Sale Is Made by Show- 
ing Merchandise Inside as Well 
as in the Window........... 22 


DON’T NEGLECT INTERIOR DISPLAY.. 


The Last Installment of Some 
Interesting Letters Received by 


BIGGER AND BETTER PROFITS...... 


Pe rrr 23 
THE VOICE OF THE RECORDER....... Opinions of the Editor....... 24-25 
LOOKING AHEAD INTO FALL ....... Getting Ready for Good Busi- 

WE cate erein tees <setsnee 26-27 
WuatT I AM BUYING IN MEN’s.. A Synopsis of Merchant Opin- 

PE etre cows bate caereaiee 28-29 
PUN TE TED noi. cdidicesccdtows From All Over the Country. ..30-31 
WHoO’s WHO ON THE ROAD......... By Helen M. Haney.......... 55 
SHOE MERCHANT NEWS ........... With the Retailers........... 61 
SHOE MARKET NEWS ...........- Among the Manufacturers.... 65 


OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 


THE BooT AND SHOE RECORDER PUBLISHING CO. 


207 SouTH STREET, Boston, Mass. 
EVERIT B. TERHUNE, President 








WILLIAM M. LEBRECHT GEORGE W. R. HILL 
Treasurer Vice-President 
H. WALTER SCOTT B. C. BOWEN 
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ARTHUR D. ANDBRSON 
Secretary 


Directors of the corporation, in addition to 
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SUBSCRIPTION RATES 
The subscription price of the Boor anp SHow Recorper is $3.00 for one year in advance, which 
includes postage in the United States, its possessions, Canada, Mexico. Spain and its colonies 
and South America (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 
When writing about changes of address, please give us the old as well as the new addrtess, 
and please give us three week’s not before the change is desired. 


A request for change of address must reach us at least thirty days before the date of issue 
with which it ts to take ageet, Duplicate copies cannot be sent to replace those undelivered 
through ey + to send such advance notice. With your new address be sure also to send us 

the old one, inolosing tf possible your address label from a recent copy. 
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you will find 
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AT price experience? How 

much do you get in proper pay- 

ment for professional service ren- 

dered? When a customer buys a pair 

of shoes in the right fit, do you get 

a professional fee for that very im- 

portant service? If not, then you 

want to read next week’s issue for 
the sound logic therein. 


HE outstanding stylist at retail 

in this country will, in next 
week’s issue, tell how he divides his 
stock into two groups, notably the 
classics, meaning high-grade staples, 
and his other group known under the 
classification of high novelty. He 
will tell what he thinks will be sala- 
ble this fall. 


LSO, in this August 13 issue, 
some new theories on human 
feet, in line with the expression 
made by an eminent orthopedic sur- 
geon: 

“When God made human beings in 
such vast numbers, it was impossible 
that all of them should be perfect, 
and it is my job to try and fix up the 
damaged and imperfect seconds.” 


















REND RM a 








86 BOOT AND SHOE RECORDER 


~EX 


-—and then 


you wouldnt get 
to first base! 


If you carried in stock every so-called 
corrective shoe on the market you would 
have very few customers with weak 
arches that these built-in supports would 


properly fit. 


But even if every pair fitted the arches 


perfectly—would they do any more than 
limit the falling of the arches? Remem- 
ber the arches have taken months tocome 
down from where they were to where 
they are. They can be raised only a little 
at a time without considerable pain. To 












The sketches above show how a Dr. Scholl 
Appliance has been gradually raised from heel to 
ball for the gradual correction of weakness in the 
longitudinal arch. Likewise in the Dr. Scholl 
Anterior Metatarsal Arch Supports, designed for 
the correction of metatarsal arch weakness, which 
causes pains and cramps through the ball of the 
foot and toes, painful callouses and metatarsalgia, 
there is the same opportunity for adjustment. 


Dr. Scholl’s Corrective Foot Appliances are very 
simply and quickly adjusted to give the required 








First Position 
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effect correction they must be slightly 
raised several times. So if correction is th. 
object you can’t reach first base with any 
form of arch support that isn’t adjustable. 





Raised Raised Higher 





With the Dr. Scholl Arch Fitter Dr. Scholl’s Corrective Foot Appliances may be ad- 
justed for an exact fit or to increase the elevation as the condition of the foot improves. 


elevation just where it is needed and not where it 
isn’t. Your salespeople can do this with Dr. Scholl’s 
Arch Fitter —adjusting the support to arrest the 
falling of the arch at first, and later to increase the 


elevation. The Dr. Scholl System is endorsed by 
the medical profession throughout the world. 


THE SCHOLL MFG. CO., Inc. 
Largest Makers of Foot Appliances in the World 
213 West Schiller Street, Chicago 


62 W. 14th St. 112 Adelaide St., E. 1-4 Giltspur St. 
New York Toronto London, E. C. 


Branches.in the Leading Cities of the World 


Dr Scholls 


Corrective Foot Appliances 


Can be adjusted and readjusted in a moment 
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LREADY famous, these three distinctive 
numbers—the Gordon V-line, Gordon 
Shadow Clocks, and Gordon No. 525! 


In New York, in Chicago, in Maine and in 
Oregon, the new Gordon V-line pursues its 
triumphant way—the most revolutionary 
hosiery success of recent years. $19.00 a dozen 
—smart new colors—sheer or medium service 
weight. 


Exclusive with Gordon, the beautiful 
Shadow Clock will be even more popular this 
summer than this spring—with its clocks 
woven by a patented process into the chiffon 
itself. $22.50 a dozen; chiffon only. 


And as for No. 525—the instant you examine 
it you will understand the demand for it. 
Quality silk from toe to top—and at $14.50 a 
dozen it sells for $1.95 a pair. 


Order by mail, or drop us a card and our 
representative will be glad to call. Brown 
Durrell Company, 11 West 19th St., New York, 
and 104 Kingston Street, Boston. 
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PURE SILK with WELT of FINE LISLE 
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Style Per Doz. he 

50 Chiffon weight with silk plated sole $12.50 sa 

55 Medium weight with lisle sole 12.50 ple 

60 Forty-five gauge chiffon weight with silk plated sole 15.00 lon 

65 Extra heavy service weight with lisle sole 15.50 @.... 

cus 

me! 

ALL PURE SILK BD alsc 

70 New improved forty-five gauge chiffon weight 15.50 stré 

75 Forty-five gauge service weight 16.00 for 

80 New improved extra fine gauge chiffon extra a 

length with picot edge 18.50 as 

85 Extra fine gauge service weight 21.00 — 

90 Forty-five gauge three thread chiffon extra length By 

with picot edge 24.00 that 

ing 

> 4 Immediate Delivery—Special Mail Order Department will 
. 

3 peat 

3 COMBINE HOSIERY CORPORATION as v 

3 1107 Broadway, New York UL 

3 “(See back cover) Incr 

300000000000000000000000000000000000000000000000000H 11" 
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SERVICE SELLS STOCKINGS 
OY 


VEVA MOORE 





HE first and 
main factor of 
success in a hos- 
iery department is 
SERVICE. That means 
not only the common 





I am sure, was real 
service, supplemented 
by small stocks and 
frequent re-orders. 
The volume of busi- 
ness was done on a 


$1.95 hose. We also 





courtesies of business 
but showing a genuine 








carry stockings at 





interest in your cus- 
tomers’ needs and 
making a whole- 
hearted endeavor to 
satisfy them. A 
pleasant smile goes a 
long way toward breaking down 
customer resistance. Personally re- 
membering each of your customers 
also helps. When you serve a 
stranger an expression of thanks 
for the call and a sincere invitation 
to call again is more than likely to 
make a permanent customer of her. 
By remembering the special style 
that each customer wears and serv- 
ing her with real enthusiasm, you 
will find that you make not only re- 
peat customers but a lot of friends 
as well. 

Last year our business showed an 
increase of 40 per cent over the pre- 


vious year. The principal reason, 


Hesiery and Shoe Store Accessories 


VEVA MOORE 
Hosiery buyer for the Jacob 
M. Plaut Co., operating the 
shoe and hosiery departments 
in the J. P. Allen Specialty 

Shop, Macon, Ga. 


$1.65,, $2.50, $2.75, 
and $2.95. 

To keep the stock 
at a minimum we con- 
centrate on _ several 
lines of good hosiery 
and thus avoid having a few scatter- 
ing pairs of many different makes 
We re-order frequently, at least 
twice a week. By doing this a full 
stock of fresh goods of the newest 
colors and the right sizes will always 
be on hand. This method will also 
avoid having a large reserve stock, 
which too often consists solely of 
dead colors, numbers and poor sizes. 
Frequent re-ordering also keeps the 
investment at a minimum. 

Week-end sales with an occasional 
a good $1.00 hose 
help us to have a clean stock at in- 
ventory time. When it 
that a demand for a certain color or 


special sale on 


is sensed 





3 


Value 
Silk to the 


AND VERY SHEER 


IRON CLAD No. 807 is Pure Silk 
from top to toe with 4 ply mercer- 
ized lisle heel and toe for extra 
wear, and is a very exceptional 
value to retail at $1.00. Comes in 
these popular shades: 


Black Blonde 





Sandust 


Atmosphere 
Skin 

Grain 
Parchment 
Rose Blush 
Mauve Taupe 
Gun Metal 
White 
Champagne 


Moonlight 
French Nude 
Silver Gray 
Peachbloom 


Aloma 
Pastel Parchment 
Fiesh Pink 
Pearl Blush 


$8.00 dozen 
Sizes 8 to 10% 
Immediate Delivery 


COOPER, WELLS and COMPANY 
250 Broad St., St. Joseph, Mich. 
Mills at St. Joseph, Michigan, 


Nee Albany, Alabama 
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style hose is falling off, it is good 
policy to run a special sale on this 
This will prevent a 
Further- 
more, it will to 
take a mark-down at the end of the 
year when taking inventory. <A 
week-end special sale will help clean 


item at once. 
much greater loss later. 
he 


not necessary 


out these odd num- 
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When hosiery is bought for gifts, 
it is always well to put them in an 
attractive “gift box,” with the stock- 
ings neatly wrapped in fresh tissue 
paper, with all price tickets and tags 
removed. This saves the purchas- 


er’s time and is always appre- 


ciated. 
By all means pay 





bers if a few live your window dis- 
a F “My whole heart is in 
rs are judi- we lays a great amoun 
numbers are juc Gis Radiey Geesenens. play a great 1 unt 
ciously mixed in. I have sold other mer- of attention, as this 
This will increase chandise during my six is undoubtedly a 
‘ years in business, but ‘ AP 
the volume of busi- nothing holds my _in- most important tac- 


ness, and the money 


tense interest as does the 
buying and selling of 


tor in sales promo- 





taken in at these stockings.” We do not tion. For example, 

sales can be used for wontes, then, at Biles during the recent 
‘ Moore’s success)5 Her 5 

buying new stock. department has made shoe convention held 
a . consistent gains every ‘ 

The special box month since she assumed here in Macon, we 

price for three pairs a P ea ie were fortunate in 
proof o er a . 2 P 

helps volume. As a the last inventory, not securing the edu- 

_— ; one nickel markdown eee er ae ° 

matter of fact, we pena ig cational display of 

always remember to McCallum’s. This 








sell two pairs of the 

same color hose at one time. In 
this way, should one stocking go 
wrong, the good stocking may be 
used with the good stocking of the 
other pair, giving the customer a 
third pair of hose, which is real 
This 
pointer is fully 
appreciated by the 
The 


stockings, 


economy. 


customer. 
three 
or spare, plan 
does not appeal, 
as a rule, for the 
one stocking not 
laundered will be 
apt to fade. 
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showed silk in all its 

stages from the beginning to the fin- 
Many of our cus- 
realized the 
forms from the raw silk in the co- 


ished product. 
tomers never various 
coon, to the thrown silk, the skeins 
of dyed silk, and finally to the beau- 
tiful stockings re- 
tailing from $1.95 
/ to $35.00. 


As proof posi- 


\ 

) tive that this win- 
dow more than 
paid for itself, 
o ur. stockings 
sales increased 


100 per cent dur- 
ing the showing 











Rlewralys 


HEEL 


Beautifies and Glorifies the Ankle of the American Girl 


A Style Program especially arranged to 
answer the growing demand for Some- 
thing Different in Women's Silk Hosiery. 
Each number the Essence of Refinement. 


No. 911—A Pure Dye all-silk chiffon 
stocking, with Interlined lisle top and 
sole, featuring the Fleur-de-Lys_ solid 
silk heel. Fully protected by Patent 
Rights. A Quality Stocking—price 
$22.75 per dozen. Suggested retail price 
$3.00 a pair. Colors—Black—White— 
Gun Metal—Gun Metal Beige—Flesh— 
Shell Grey—Seine—Pastel—French Tan 
—Des Gris—Parchment. 


seeduiahie 
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No. 901—Picot top, all-silk, pure dye 
narrow Jacquard clox, $22.50 per dozen. 


all-silk, pure dye 
clox, $22.50 per 


No. 902—Picot top, 
wide mesh Jacquard 
dozen. 

No. 990—Picot top, all-silk, Paris Jac- 
quard mesh, $34.50 per dozen—Super 
Quality. 

No. 991—Picot top, all-silk, Paris Jac- 
quard mesh, with clox, $34.50 per dozen 
—Super Quality. 
All numbers for Immediate and Fall 
delivery. 


886. U. ©. PAT. OFF. 


In the Latest PARISIAN Colors 


KRUEGER-TOBIN CO., Inc. 


15 East 30th Street, New York City 
STYLE ORIGINATORS AND SPORTS HOSE CREATORS 
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| AT THE HOSIERY SHOW 


Industry Puts Its Best Leg Forward 
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anything more than the usual display 
of hosiery on the shapely limbs of 
American women is needed to call 
attention to the fact that hosiery is 
one of the most important items in 
the modern wardrobe. The exposi- 
tion, held at the Waldorf-Astoria 
Hotel, New York, during the week 
of July 18 did, however, arouse con- 
siderable popular interest, in addi- 
tion to that stirred up in the hosiery 
trade. Compared with the first ex- 
position, held last year, the show 
this year was a great improvement, 
not only in artistic feeling, in real 
representation of the trade, but in 
size. 

The grand ballroom of the hotel 
as well as several adjoining ball- 
rooms were used to house the ex- 
position. The booths of the exhib- 
itors were most elaborately dec- 
orated, one manufacturer going to 
the expense of erecting a replica of 
the front of a Spanish villa as a set- 
ting for his exhibit. Lack of space 
forbids a more elaborate description 
of the setting. 

Added public interest was given 
the exposition by a “most beautiful 
limb” contest, which drew hundreds 
of entrants. The prize, a silver lov- 
ing cup, was captured by a member 
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fe é HE second annual hosiery of the “Night in Spain’ company, 
E and underwear exposition put now playing in New York. 
hosiery in the public eye, if While the exposition served to 


introduce some novelties to the 
trade, most of the hosiery shown 
might be classed as staple. The high 
light of the samples lay in color. 
Most of the exhibitors took the ex- 
position as an opportunity to intro- 
duce their fall shades. The 
trade seems to be pretty well agreed 
on the color trend for the coming 
The tannish brown shades 


new 


months. 
were in the majority, ranging from 
pale tints of the amber cast, to 
darker and deeper tones with more 
brown in them. The rosy tints were 
conspicuous by their absence. That, 
in brief, is the color story as put 
across to the trade and the buying 
public at the exposition. 

Many of the exhibitors height- 
ened the interest of visitors to the 
show by displaying their wares on 
living models. This was particular- 
ly effective in crystallizing the idea 
of hosiery as an ensemble accessory 
—the choice of the right shade in 
hosiery to harmonize with the rest 
of the costume. 

Several new ideas in fancy heels 
were exploited and there was a gen- 
erous presentation of novelties in 
the way of clocks and knee decora- 
tions, the latter seeming to attract 
particular attention. 
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“EVERWEAR— EVERYWHERE” 


A profitable Hosiery department 








follows 


Shoe Styles 











Your hosiery department should follow changing 
shoe styles unhampered by a large stock on hand. ‘To 
prove a profit maker for you, it should contribute 
towards shoe sales. 


You can build just such a profitable hosiery de- 
partment through concentrating on the Everwear 
line and utilizing the co-operative service of Ever- 
wear. 


Eventually you will test what Everwear co-oper- 
ation can mean in developing your hosiery depart- 
ment. Why not start that test today with a wire or 
letter for full information. 





THE EVERWEAR HOSIERY COMPANY 


| Fioneer Makers of Quality Hosiery for Women, Men and Children 


Milv.aukee Wisconsin 
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Ideal legs, the proper background for beautiful hosiery. Here are 
the prise winners at the second national hosiery and underwear 
exposition. The judges said Miss Gladys Turner, in the center, had 
the most beautiful limbs of all the girls who entered the contest. At 
the left is Leona Newell, who carried off second honors, and at the 
right is Mary Thorn, who captured third prise 
Before the exposition closed, of July 30. Leo Propper of the 
plans already had been made for Propper Silk Hosiery Mills was se- 
the staging of another show next lected as chairman of the general 
year. The Waldorf-Astoria was se- show committee for 1928. Several 
lected as the site for the 1928 expo- exhibitors already have reserved 
sition and the dates set for the week space for next year. 
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2 BIG FEATURES 


IMPROVED 
FOOT 


ACCORDION 
RIB 





This silk sock retails at $2.50 and up; lisle retails 
at $1.00 and up. Write for samples. 


This sock has two most important points that make it different 
from any other in construction and shape—two points in- 
stantly appreciated by any customer to whose attention they 
may be called. 

First, the accordion rib, the great factor in helping to attain 
perfect fit where fit is most difficult—the ankle. 

The accordion rib mesh you can read through, making it even 
cooler than the sheerest flat knit. 

The self color ribbed top is a continuation of the accordion 
rib, no transferring. 

The accordion rib is a 2 color pin stripe, giving an iridescent 
effect, not plaited. 

Illustrated, 20 strand pure Japan silk sock, top of 15 strands, 
foot of finest mercerized lisle; most comfortable foot made, 
gives highest wear resistance where it rubs the shoe lining, 
since heel, arch and toe are reinforced. 

Note that the Hirner Foot is built like an oxford shoe but ex- 
tends only within a half inch of the shoe top, never exposing 
the instep, arch or heel of the sock. 

These features are made by improved, exclusive knitting ma- 
chines, the only progress in men’s socks in years—stimulate 
hosiery sales—make more and better satisfied customers. 

The well dressed man will always wear accordion rib—why? 
Because it shows quality. 


HIRNER HOSIERY CO. 
Allentown, Pennsylvania 
Also Manufacturers of 3 exclusive fancy jacquard patterns in Viscose and Lisle. 
New York—E. W. Robischon, 389 5th Ave. Chicago—Gale V. Smith, 408 S. Wells St. 


Philadelphia—R. H. Aucott, Queen Lane Cleveland—Ralph Smith, 1426 W. 3rd St. 
Nat. Bank Bldg. Savannah—Tom Fleming,!23 Broughton St. 
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New and Original Patterns, However, 


Mr. Man is getting more con- 
servative when he chooses his half 
hose, and even when he chooses his 
sports stockings. The era of ex- 
treme and wild patterns and color- 
ings is passing, more rapidly in the 
higher priced merchandise than in 
the medium and lower ranges, per- 
haps, but, nevertheless, definitely 
passing. This fall and winter will 
see even greater conservatism in 
vogue in the men’s hosiery field. 

But along with this conservatism 
in design and color goes a demand 
for something distinctive. The plain 
half hose hasn’t a chance of reach- 
ing big volume. It will sell, as it 
always has sold, to those who are 
looking for something at a price 
and to the extreme conservatives 
who never have worn and never will 
wear anything else. Such custom- 
ers, however, add little spice to the 
hosiery business. Besides, it would 
he extremely unwise on the part of 
the hosiery industry to foster any 
movement toward plain, unadorned 
half hose. A sharp drop in the total 
volume of sales would result, un- 
(doubtedly. 

New patterns and colorings shown 
in samples for fall by the American 
producers and importers of foreign 
hosiery for men are decidedly dis- 
tinctive. There are a host of new 
patterns in jacquard effects, both 
narrow and wide vertical stripings, 
and many small, neat all-over pat- 
terns. A blending of colors, rather 
than a sharp contrast is the key to 
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Still Sought in Men’s Hose 
ERAN 


the color situation. The colors them- 
selves are tone down—softened in 
shade—and there is a merging of 
pattern, rather than a sharp, defi- 
nite, distinct design. This is all in 
keeping with the trend in men’s ap- 
parel. There is a greater use of two 
or three tones of the same color, ap- 
plication of the degradé or composé 
idea to men’s hosiery. 

The prevailing colors are rich 
browns, blues and some grays and 
blacks. Black grounds with small, 
neat figures in colors and in white 
are very good. Deep, rich greens 
with decorations of some harmoniz- 
ing color are making a decided im- 
pression. Mottled effects show up 
well. 

Diagonal plaids and diamond ef- 
fects are by no means dead, but the 
size of the pattern is reduced and 
the colorings used are more sub- 
dued. Clocks on plain grounds are 
in order, and the clocks vary from 
the rather staple embroidered va- 
riety to wide ones worked in jac- 
quard effect. Ribbed hose and close- 
ly spaced stripes to resemble ribs 
are new style notes in the fall show- 
ings. : 

In the higher grade lines silk and 
wool mixtures have the best of the 
argument, although in imported ho- 
siery pure cashmere wool of ex- 
treme lightness and softness, the 
warmth without weight idea is go- 
ing strong. In medium-priced lines 
cotton or rayon or its twin brother, 
celanese, is being used. 











The Knee Age is still with¥ Novelty 
us. The Corticelli Silk vogue a 
Company has added to the §llere is 
beauty of the knee with this § bination 
lace and embroidery design Lehigh 


The novelty in_ this 


hose lies in the wide 
Jacquard mesh clock, 
running to a_ point. 
Courtesy of Krueger- 








Tobin Company 


The half hose at the 
left is a dollar retail 
number in fancy wool, 
produced by the West- 
cott Hosiery Mills. At 
the right is pure silk 
and celanese number 
by the May Hosiery 
Mills, intended to sell 
at 50 cents 
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with Novelty clocks are in high 
Silk Bogue and so are mesh hose. 
the Bierce is an interesting com- 
this § bination of the two, by the 
ign BLehigh Silk Hosiery Mills 
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In a day of novel 
heels, clocks, etc., the 
Propper Silk Hosiery 
Mills produces this 
extremely sheer 57- 
gauge hose, the sheer- 


est 


made in this 


country 


Vertical stripes are in 
the ascendency in 
men’s high-grade half 
hose. Here ts an in- 
teresting wool number 
in a wide variety of 
colors produced by 
Cooper, Wells & Com- 
pany 
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<! Silk Stockings 


WE" STYLE 505 


SILK TO THE TOP 


CHIFFON WEIGHT 
RETAILING AT 


$185 


NEW CHIFFON WEIGHT STOCKING 

Cal 4 that is silk to the top with a cotton 

foot—that is made in Onyx plants by 

Gotham, and that carries with it full mer- 
chandise exchange privileges. 

Made in a full range cf colors and put up 
in the new green Onyx Pointex box, it retails 
at $1.85. This stocking will be featured in 
Onyx National advertising this Fall. Order 
your stock of No. 505 now. 


GOTHAM SILK HOSIERY CO., INc 
MANUFACTURERS 


389 Fifth Avenue, New York 
Mills: Philadelphia, Dover, Passaic, Wharton, and New York 
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GETTING STARTED 


“GOTHAM | 
GOLD STRIPE 


Silk Stockings that Wear 


















OTHAM started with one purpose 
—to make good hosiery. 















And by holding to and expanding that 
policy Gotham has grown to be the 
largest hosiery manufacturer selling di- 
rect to retailers. 


To any merchant starting with silk stock- 
ings, or to any merchant who wants to 
stop now and start right, we recommend 
the master principle—sell good hosiery. 
If you wish to get started with Gotham 
Gold Stripe Silk Stockings, which are 
good stockings, write, and we'll be very 
glad to explain how they are sold. 


ow 
Gotham Silk Hosiery Co. inc. 
389 Fifth Ave. New York 


MILLS: PHILADELPHIA, DOVER, WHARTON 
PASSAIC AND NEW YORK 
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DISPLAY AND SELL 


Recent Window Displays That Have Been 
Real Trade Pullers 
























Theatrical in effect, 
| but practical in ap- 
plication, was this 
display of Phoenix 
Hosiery, which al- 
most blocked the 
sidewalk in front of 
the Straus Clothing 
& Shoe Company, 
Hamilton, O. Be- 
low is a most ar- 
tistic rainbow ef- 
fect, in colors, 
worked out at the 
Rollman store, 
Cincinnati, O. 
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An effective background and a few pairs 
of hosiery made this eye-smashing trim 
of McCallum educational display in the 
/. P. Allen & Co. windows, Macon, Ga. 








clbove — A well - balanced 
and interesting window re- 
cently featured by F. & R. 
Lazarus, Columbus, O. 
Below—A unit trim em- 
ploying a cut-out figure, 
used by Brett's Department 
Store, Altoona, Pa. 
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FORE! 


Heads up! She means 


business — your business 


HE sees McCallum advertising—just as hundreds 
S of your customers do. She reads it, too. 

The McCallum Style Openings— October 3 to 
15—will bring together the most effective hosiery- 
selling forces in McCallum history. Since the Spring 
Openings broad changes have been made in the line. 
Seven new numbers have been added. 

These include two beautiful picot-edge, skein-dyed, 
fine gauge numbers to retail at $3.50 and $5.00, an all- 
over silk medium weight hose to sell at $1.95, a medium 
service with a lisle top to sell at $1.65, an outsize at 


$2.00, and a misses’ number at $1.85. 


M Callum 


RETAIL SELLING CONCENTRATION a 
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We have focused national advertising directly on 
these numbers—in a page which appears in Ladies’ 
Home Journal and Good Housekeeping. 

This page tops off the McCallum sty/e advertising 
which is appearing in Vogue, Harper's Bazar, Delineator 
and Vanity Fair. It will interest millions of women 
in the Fall Style Opening — October 3 to 15. 

Elaborate display and newspaper advertising mate- 
rial is offered for this event. Free, of course, to regular 
McCallum dealers. Just say the word, and it is yours. 

You might also take a look at your McCallum stock. 


McCallum Hosiery Co., Northampton, Massachusetts. 


Silk Hosiery 


0CTOBER THIRD FIFTEENTH 
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LONGER AND FINER 


Thirty to 


Thirty-three 


Inch Hosiery now De- 


S it be- 

comes in- 

creasingly 
apparent that the 
whole feminine public is not go- 
ing to rush into novelty hose this 
fall and winter, there is a distinct 
development toward higher quali- 
ties. This not only means finer silk 
hose, but longer silk hose. The ex- 
posure of the female knee is a 
phase of American life that is with 
us to stay, at least for a while. 
While such novelties as embroidery, 
lace inserts, inverted clocks, etc., 
draw added attention to the knee 
and are favored by those women 
who want to be attired in the “last 
word” in sartorial splendor, the vast 
majority are content to allow their 
knees to go unadorned, except for 
a covering of silk, but it must be a 
covering, and it must be the finest 
silk that her purse will permit her 
to wear. 

That is the psychology back of 
the movement toward longer and 
finer stockings. Several leading pro- 
ducers have moved up the scale of 
their stocking lengths. Where the 
average is around 28 inches, these 
manufacturers are producing 30 and 
31-inch hose. One producer has 


gone as far as 33 inches, and has. 


given his product the name of 


manded by Some Women 
as Whole Trade Shifts 
‘to Better Qualities 


*Semi-Opera.” 
It is by no means 
settled that the whole 


trade is going to the 


longer lengths. Plenty of discussion 
is still being tossed into the air in 
the offices of the hosiery mills and 
selling agents anent this interesting 
subject. But the fact remains that 
more women are demanding longer 
stockings and still more will demand 
them when they find their sisters 
and women friends wearing them. 

If quality is to be maintained, of 
course, prices must be jumped up a 
trifle on the longer stockings to 
make up for the extra two or three 
inches of silk put into them at the 
top. One clever Washington mer- 
chant, in advertising these longer 
stockings recently, put over the idea 
with a little sketch showing two 
women’s skirts being blown by the 
wind. One wore long stockings and 
the other the average length stock- 
ings. The added protection, the ad 
said, was worth the extra 19 cents 
charged for the longer hose. Some 
such merchandising principle can be 
used advantageously in merchandis- 
ing the new and longer hose. 

The fact that women are demand- 
ing better quality, finer hosiery, is 
best evidenced in the primary mar- 
ket, of finer 


where production 
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gages is constantly reported. In the 
better hosiery the gages are moving 
steadily upward, and 49 gage is by 
no means uncommon, and one man- 
ufacturer is now producing a 57- 
gage hose in this country. The 
sheerest of the sheer have first call 
in the higher grades. In the me- 
dium-priced however, the 
trend seems to be more toward the 
but still of fine 


range, 


semi-sheer hose, 
gage. 

Looking toward fall with 
mind, it 
pretty well established that 
the tan shades will prevail. 
The rosy-beige tints are defi- 
nitely on the way out, not 
dropping suddenly, but wan- 
ing in popularity. The fall 
color scheme in costumes 
points toward the tans 


colors in seems 


and the browns and so 
do shoe colors. In view 
of the fact that 
black will be a 
big color next 
fall and winter, 
there has been 


time past. Gun 

metal, especially with the black heel, 
is one safe bet. In general, colors 
will be darker than they were last 
year, and with a definite yellowish 
or golden tan cast. There is no in- 
dication, however, that the prevail- 
ing vogue of hosiery lighter than the 
shoes and costume will pass out. For 
evening wear, the whole color chart 
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more interest The Semi-Opera, a new all silk 
‘ chiffon number of 33 inch 
in black hose length, introduced by Strahan 
than for some & Company 
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is drawn upon, but the mauve shades 
have shown up better than any other 
in the advance orders placed with 
the produers of high-grade hosiery. 
Gray, as a fall hosiery shade, is be- 
ing given grave consideration in 


some sections of the market. The 
grayish blue tones that are showing 
up in costume colors seem to indi- 
cate a demand for gray hosiery. 
Paris is sponsoring gray hose with 
the gray costume, an important style 
note, which may be 
taken up seriously on 


this side of the 
water. 
Indications are 


that sport hose for 
women will be more 
popular this fall than 
ever before. In light 
weight wools, wool 
silk, 


rayon, 


and and wool 
some 


pat- 


and 
beautiful 
terns have been 


new 


worked out, not only 
in imported hose, but 
in the domestic prod- 
uct as well. Stripes 
look good, as do also 
neat patterns in dia- 
mond or checks, 
principally in jacquard effects. The 
tannish brown tones prevail in this 
type of hosiery, too. 

In the novelty class, of course, 
are the various types of contrasting 
heels, which, however, are expected 
to be less of a factor than they have 
been for some months past. New 
effects in clocks are gaining ground. 
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OMPETITION, says the cynic, 
makes rattlesnakes of us all. 


%* & & 


Never leave a buyer with the feel- 
ing that he has been sold. 


%* *& & 


If the salesman Itad all the fine 
qualities you expect of him, he'd 
own the company. 


* *& & 


A good man keeps hitting the 
bull’s eye without shooting the bull. 


* * & 


Why does the man who calls ad- 
vertising “bunk” get a fever when 
he reads his competitor's ads? 


* & & 


Occasionally you find the carcass 
of a loyal man out among the melon 
rinds, chicken heads, and tea leaves. 
But loyalty pays just the same. 


* & & 
The man who does a thing wrong 
for thirty ycars certainly knows- 
how to do it wrong. 


for the best in 
everything—if you are to write ads 
about it. 


You must look 


* & * 


No man has a right to be a cynic 
until the evidence is all in; say, at 
the age of 115. 


* * * 

Our ideal of consistency is the 

fellow who forgot the name of his 
Memory Course. 


* & & 


If you would know the value of 
a good bottom jaw, observe tli 
humble monkey wrench. 


* & * 


The crazy man succeeds. The 
sane, normal, standard, regular fel- 
lows spend all night reading his 
biography to learn how he did it 


* * * 


The faster the color the less run- 
ning. 
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BRINGING THEM BACK 


aie LTHOUGH 


cessful 
feature 


that induce the customer to pur- 
chase five or six pairs of silk hose 


at one time, we are 
finding it a wise 
plan for our sales 
force to feature 
sales of one, two 
and three pairs at 
one time,” says H. 
H. Luedecke of the 
Luedecke - Moffatt 
Company of Aus- 
tin, Tex. 

This retailer fur- 
ther explains his 
statement by point- 


ing out the fact 
that his firm is 


working to keep 
the entire stock cut 
to a small amount 
of surplus stock, 
but a large rate of 
turn over. By fol- 
lowing this policy, 
the firm not only 
operates with less 
investment, but also 
is able to keep a 
new assortment of 


patterns, colors, etc., in all lines of 
merchandise coming into the store 
daily. Therefore, hosiery sales are 
expected to go farther than the di- 


firms 
selling 
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New versions of 
heels are still coming into 
the market. Here is the 
“Rainbow” heel, made by 


fancy 


the Realart Silk Hosiery 

Mills. It is in mottled color 

effect and presents a striking 
note 


rect profits by stimulating sales in 
the other departments of the firm. 
With this plan in working order, 
this department store features new 
assortments of hose in three prices, 


namely, $1.65, 
$1.95 and $2.25 
with a combination 
price of $3.50 for 
two pairs of the 
$1.95 hose and sim- 
ilar prices in pro- 
portion for the oth- 
er prices. In addi- 
tion, a table layout 
of popular hose are 
featured at $1.39. 
Special advertising 
is used in stressing 
the two pair combi- 
nation prices, while 
suggestive _ selling 
on the part of the 
sales force calls at- 
tention to this plan 
to the many pros- 
pects that enter. 
The two pair 
combination has a 
number of advan- 
tages for this store. 
Chief among these 
is the fact that the 


customer is not overloaded and is 
soon back into the store in the ho- 
siery department. 

(Continued on page 117) 


Naturally, this 
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This and That 


Ideas Culled from Here and There 


VERY woman that enters R. 

R. Glenn’s store in Tampa, 

Fla., is introduced to the 
hosiery whether she 
buys shoes or not. This costs Mr. 
Glenn just $5 a week, as he offers 
prizes of $3 and $2 to the salesman 
who takes the most customers to the 
hosiery case. Once there, a capable 
young lady does the selling. Mr. 
Glenn answered the question, “Do 
you consider it good business to 
spend $260 a year in practically 
bribing your already well-paid sales- 
force into doing what they should 
do?” With a twinkle in his eye. “I 
get what you mean, but we are all 
human. That weekly prize means 
the winner is interested in taking 
people to the hosiery department, 
because he will have a little extra 
pocket money, but to my mind it is 
one of the real reasons why we are 
doing such a satisfactory stocking 


department, 


business.” 

P. S. No. 1.—Mr. Glenn 
$20,000 hosiery business on an 
erage inventory of $2,000. 

P. S. No. 2.—That crack of “brib- 
ing the employees” was told to me 
by another shoeman who did not be- 


lieve in P. M.’s. 
kK * x 


The Thayer McNeil Co., Boston, 
has been selling a smart and prac: 
tical slipper pouch, just large enough 


does a 


av- 


for one pair of ladies’ slippers, and 


which, it is explained to the cus- 
tomer, is designed to allow the slip- 
pers to rest flat and remain clean in 
the suit case or trunk. They are 
sold as accessories in the hosiery de- 
partment. The outside is of black 
and gold, or black and silver, with 
linings in rose, light blue or other 
pastelle shades. They move quickly 
at $2.50 the case. 


* * * 


A little selling dope to pass on to 


the hosiery girls, with compliments 


of A. S. Mesel: “When a two or 
three pair price is quoted, tell the 
customer how much is saved on the 
second or third pair, not how much 
per pair. For example, say the price 
is $1.65 or two pairs for $3. Tell- 
ing the customer that the first pair 
will cost $1.65, and if she will buy 
the second pair it will cost her only 
$1.35 more, sounds stronger than 
she would save 30 cents a pair.” 
That is one of the ways in which 
he has increased sales in his Queen 
Quality Store in Washington, D. C. 
Mr. Mesel also uses his hosiery de- 
partment as a bait to get new cus- 
tomers into the store, by giving them 
extra good values. This has in- 
creased his pairage enormously ani 
has also made large numbers oi 
friends for the house. 
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The flower motif was effectively employed in this striking 


hosiery window at the H 


“Shoe stores do not begin to re- 
alize the possibilities that exist in a 
good, live hosiery department,” sai< 


Cliff Johnson of Columbus, Ga. 
“The average working girl will 


spend $50 a year for shoes and at 
least $100 for stockings. Most of 
us go after the $50 hard and neglect 
$100. 
are classified as shoe retailers and 
not The little 
girl who clerks for me and her chum 


the Perhaps that is why we 


as shoe merchants. 


who works in the jewelry store 
across the street tell me that they 
cannot get over a week’s wear out 
of a pair of $2 chiffon stockings. 
Other girls say the same thing, too. 
Five pairs of $10 shoes will last 
these same girls a year. Compare 
the investment, turnover and losses 
of the that of the 
hosiery department, and then com- 


shoe stock to 


pare the number of stockings pur- 
chased to the number of shoes pur- 
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L. Shuter store, 


Lowell, Mich. 


chased, and the extent of the hosiery 
field will become apparent.” 
e¢ «6 
On the hosiery counter of the 


Wyman Store in Baltimore are 


blocks of bridge scores that are 
given to customers who ask for 
and 


the 


them. The name of the house 


its monogram at the top of 
sheets comprises the only advertis- 


ing. 
* * * 


Shartenberg’s, one of New Ha- 
ven’s department stores, staged a 
very successful “One Day Hosiery 
Fair,” when the whole store front, 
eight windows, were dressed entirely 
in hosiery, at reduced prices by the 
box, or group prices for two pairs, 
or three pairs, or four pairs, thereby 
suggesting to the customer an op- 
portunity for that day only to stock 
up on future needs for the whole 
family. The main aisles of the store 
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Announcing — 


A N ew Style | 


i 





LIKE IT 


FULL FASHIONED 











No. 600 
ALL-SILK CHIFFON 


$ 12 per dozen 


Look at these features: 


Silk to the top. 

42-gauge—) strand. 

2914 inches in length. 

Fine lisle foot with toe-guard. 
Narrow sole and heel. 


AUGUST DELIVERY 


SEND SAMPLE ORDER 
AND SAVE TIME 


J. R. BEATON CO., Inc. 
468 FOURTH AVE., NEW YORK 


CHICAGO BOSTON 
227 W. Jackson Blvd. 99 Chauncy Street 
ATLANTA SEATTLE 


246 Peachtree Arcade Terminal Sales Bldg. 


SAN FRANCISCO 
133 Kearny Street © 











Boot 





had table after table of hosiery, ar- 
ranged for convenience in selection, 
and extra help was engaged to give 
better service. 

x * x 


“The more colored kid shoes we 
sell, the more stocking sales are 
made. Customers can buy stockings 
anywhere to go with black shoes, 
but with the pretty, fancy shoes it 
is different. Harmonizing colors are 
necessary to complete the costume, 
so if the one selling the fashion 
shoes is alert, many extra pairs of 
stockings will be sold. It is easier 
to convince a woman when she has 
just bought shoes of the desirabil- 
ity of buying the proper colored 
stockings, than it is when she does 
not have any definite shoe in mind.” 
With this line of reasoning, is it 
any wonder that the Shoe Craft 
Shop of Danville, Va., is doing such 
a good hosiery business? 

The stocking displays, both in the 
windows and inside the store, have 
neatly labeled stickers on each toe, 
giving the names of the colors. 
This is a decided aid in speeding up 
the sales during the busy periods. 

* * * 

Paul’s, of San Antonio, Tex., is 
almost certain of having at least 35 
hosiery prospects each day. There 
is a hard and fast rule observed in 
the store that each of the seven 
salesmen must take at 
prospects to the hosiery counter 


least five 


every day. 
“After that it is up to the hosiery 
saleswoman,” said S. W. Laughlin, 
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manager. “She doesn’t sell every 


prospect, of course. But if she sells 


| 


only two out of each salesman’s | 


quota, that amounts to 14 hosiery 
sales each day, which probably 
would not be made otherwise. 


* * x 


Bringing Them Back 


(Continued from page 113) 


offers another opportunity to con- 
vince the customer that she can find 
a desirable use for another article 
of merchandise. On the other hand. 
claims are much easier satisfied with 
the two pair method of making 
sales, for if the customer has been 
induced to buy more than this num- 
ber of hose, she often feels that 
they are not all just what she wants 
and becomes dissatisfied to the ex- 
tent that she quits coming to this 
place, believing that she will he 
asked to buy more than is best for 
her. 

Few articles of merchandise make 
more desirable profits than the ho- 
siery department of this store, while 
few other articles have a better suc- 
cess in building up a stronger list 
of friends that are kept coming to 
inspect the new arrivals in all the 
merchandise as well as hose. 


Mills Merge 


Equipment for the Lykens Ho- 
siery Mill, Harrisburg, Pa., consist- 
ing of 87 knitting and ribbing ma- 
chines, has just been merged with 
the Middletown, Pa., factory of the 
Conewago Hosiery Mills, operated 
by H. K. Paul. 
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Newest 
Self Color 
DELITE HEEL 














A Brand New 
Heel Design 
$16.00 


All the newest colors 
Immediate deliveries 
Send orders to 


ROSENHAIN 


COMPANY, INC. 
220 Fifth Ave., New York 


(2osaine Hosiery 
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Comparatively Speaking : 
f we suggest a stocking to you that we have Ne 
lo b specialized on. at 
0 Our style No. 711 is a Full Fashioned 42 x 
Co gauge service weight. A 25 inch silk boot —_ 
o - ‘ : it 1 
with a very narrow lisle top. 
re 
And in All the Wanted Colors at $12.50 a“ 
Per Dozen 
: ro] 
We have concentrated our efforts and skill an 
on this one number—which naturally has Du 
made for a finer product. Could you possi- thr 
bly duplicate its quality and its worth—at ; 
the price _ 
anc 
Comparatively Speaking? ray 
” r . . 
ene’ rge aan "The Berne Hosiery Mills 
century, and : ~~ for “- ¥ 
have chosen a Berne ‘as cur Reading, Pa. 
typifies the high ‘ouality. of “The Criterions of Good Hosiery” 
our hosiery. sel 
Co 
° sto 
Hosiery Market Chat 
CANNOT TARNISH y sa 
lal 
OR RUST— ’ Sil 
Trouble With Gages cag 
Hosiery has gained no little at- the 
tention from the New York Better son 
Business Bureau lately. This time 
an investigation on gages has been 
made, checking up the accuracy of ( 
advertised gages. The difficulty of , 
making a check, says the bureau, wit 
lies in the fact that two stand- has 
ards are in use, one the German 11 
ie oie and American, and the other, the zer 
Loge high i eee —_ French. In view of the confusion 
in platinoic nis 1s Only one oO a ° " . m . 
mony designe in this wnterial. caused by using the two standards 
We work with you and carry out the bureau suggests the omission of 
your ideas. gage numbers in consumer adver- ;, 
tising, at least. Only two out of : 
Laas co | Se 8 ee C8 we om of 8) 
Creators of Shoe Ornaments and urty women inter oga ec 'y € del; 
Png - 00 York, N.Y. |” bureau knew the meaning of hos- siet 
34 'W, S38 Sh, Mow Tor iery gages, anyway. has 
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Move Offices 


Within the next month or so the 
New York offices of the Triple A. 
Hosiery Company will be moved 
from present quarters at 892 Broad- 
way to 10 West Thirty-third Street, 
it is announced by Sidney L. Mayer, 
president. 

Mr. Mayer plans to leave for Eu- 
rope on the Albert Ballin Aug. 18 
and will be abroad until Oct. 1. 
During his stay he will travel 
through Germany, France, Belgium 
and England in search of women’s 
and misses’ lisle, wool and silk and 
rayon mixed hosiery and novelties. 


To Open in Chicago 


Three Chicago sites have been 
selected by the Gold Point Hosiery 
Company, recently formed chain 
store organization, with which to 
start operations. The company will 
handle the products of the Gotham 
Silk Hosiery Company. The Chi- 
cago sites are the Tower Building, 
the Mentor Building and 1040 Wil- 
son Avenue. 


Open New York Office 


The Triple Wear Hosiery Mills, 
with headquarters at Philadelphia, 
has opened a New York office at 
1182 Broadway, with Paul Schwit- 
zer in charge. 


Merger Abandoned 


The projected merger of the 
Cadet Knitting Company of Phila- 
delphia, and the Lansdale Silk Ho- 
siery Company of Lansdale, [Pa., 
has been abandoned. 
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Triple Knee 


School Stocking 


Style 3930 DX—A 55 cent 
retailer in all sizes. Six ply 
heels and toes. We make an 
absolute guarantee of satis- 
faction or the merchandise 
may be returned. 


Many of our old customers 
use thousands of dozens 
every fall and winter. 

Our idea is to turn out in 
this style the very best 
children’s triple knee hose 


in the U. S. A. 


Other School Hose 


We have ten styles in from 
10 to 16 colors ezch retail- 
ing from 25 cents to one 
dollar, giving you an aver- 
age mark-up of 50% over 
cost. 


TOEWEAR HOSIERY, Inc. 
NORRISTOWN, PA. 


Also exceptional values in 
three styles of ladies’ full 
fashioned Hollywood Hose. 
All silk chiffon -All Silk 
Service Weight and Serv- 
ice Weight with 4 inch 
lisle top retailing from 
$1.50 to $1.85. 








identi 




















\ oY 
LARKWOOD | 
CHIFFON? 


Pat. Pending 


The 
“Ribbon Back” 


The Season’s Smartest Novelty 
Revival of The Hit of 1923 
Originally 
Designed and Introduced to the 
Retail Trade in 1923 by 
JOHN C. LARKIN 
Director of Sales 
200 Fifth Ave., New York City 


Then and Now Manufactured by 


Realart Silk Hosiery Mills 
PHILADELPHIA, PA.. 





The 
Sensational Hit 
of the 
Hosiery and 
Underwear Exposition 


The 
“RIBBON BACK” 
Style No. 550 
SLENDERIZING 
SELVAGE 
SEAM 
a Narrow “Stream-Line” 
effect starting from the 
well-reinforced 
INVISIBLE HEEL 
up to the Garter Welt 
BEAUTIFUL 
GRACEFUL 
CHIC 
ALL SILK CHIFFONS 
(Silk from Toe to Top) 
with the World famous 


| ARKWOOD, 


Yenp70" 


“hear 


That “V” Shaped 
Toe Reinforcement 
that gives 
“EXTRA WEAR IN 
EVERY PAIR” 
Ten Smartest Shades 
SEASAN 
LIDO NUDE 
MALACCA 
EVENGLOW 
RIFLE 
VANITY 
FRENCH NUDE 
MANON 


BRONZE NUDE 
BLUE FOX 


$16.00 


Deliveries Starting 
August 25th 


Price 
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